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The accuracy with which the 
belts fit the grooved sheave 
has a decided effect upon 
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the drive. Texrope Belts, 
a made for Allis-Chalmers by 
3 B. F Goodrich, are formed 


in precisely machined molds. 
They seat perfectly in the 
grooves of Texrope Sheaves. 
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HE sturdy . . . well balanced 
Texsteel Sheave is of grid type 
construction, electrically welded at 
web and rim. It is light in weight 
and practically indestructible. 
Combined with Texrope Belts, it forms 
the Texsteel Texrope V-Belt Drive, a 
lower priced unit, appealing powerfully 
to an almost unlimited market. . . . 


Investigate your profit opportunities. 


ALLIS-CHALMERS MANUFACTURING COMPANY 


TEXROPE DIVISION 


TEXROPE © 





Milwaukee, Wis. 






DRIVES 








ANNOUNCING -— The New 
“POWER KING” 


CAR MOVER 
Or roller type, alloy steel, with triple compound leverage, the POWER KING 












incorporates an entirely new method of construction, which imparts to 
it a power never before attained in a car mover. Introduced now— 
at a time when industry is reviving and car loadings are 
mounting steadily—it places in the hands of dis- 
tributors one of the surest sellers they could 
possibly obtain. 


The "Power King" is built to move the 
heaviest loads. It is easier to operate, 
suffers less wear, has less slack, no lost 
motion, faster action. Spurs concave 
and set at an angle to give greater 
track gripping power. Spur plate con- 
structed to eliminate wear on shoe. 
Nose of shoe and saddle toggle oper- 
ate as a single unit. 


and the “POWER BOY”. 














No less attractive to the distributor who is out to take advantage of the 
business revival is our other brand new car mover—the "POWER 
BOY"—designed to handle average loads. The "POWER BOY" 
is of steel construction throughout and provides greater power 
because of its short coupled saddle toggle. At the 
same time it is lighter in weight. It will make an 
ideal— and profitable— teammate for the 


POWER KING in your sales set-up. 


A rounded nose on the saddle toggle 
of the "Power Boy" gives faster action 
and eliminates lost motion. Though 
light in weight, it resists wear success- 
fully. Manufactured to meet the de- 
mand for a light weight mover that 
handles average loads easily and with 
plenty of power. 


YOUR INQUIRY IS INVITED 


ADVANCE CAR MOVER CO. 
APPLETON, WISCONSIN 


CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
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OUR brief months ago, American Industry 

was writhing in the agony of a death-strug- 
gle with the relentless forces of Depression. 
Along a thousand fronts, Chiselers were strik- 
ing at the economic vitals of a weary world, 
caught in the Squirrel Cage of sickening price- 
deflation—chiseling overhead, chiseling wages, 
chiseling quality! Price structures toppled and 
fell. Performance standards tottered on the 
brink of ruin. Purchasing power grappled 
with the grim spectre of starvation. Leading 
inevitably to the final desperate act of the 
tragic drama—a nation-wide bank morato-- 
rium, to save the last remaining remnants of 
a people’s credit. 


When suddenly, above the tumult, a voice is 
heard, as one crying in the wilderness—soon 
joined by other voices, until then strangely 
silent—to rally the despairing purpose of a 
sore-beleaguered host. 









NATIONAL INDUSTRIAL 
RECOVERY ACT 
(This “Declaration of Policy’’ relating to Indus- 


trial Recovery is quoted from Title I, Section 1 of 
the above Bill) 





A national emergency productive of wide- 
spread unemployment and disorganization of 
industry ...is hereby declared to exist. It is 
hereby declared to be the policy of Congress... 
to eliminate unfair competitive practices, to 


Hi 


reduce and relieve unemployment, to improve 
standards of labor, and otherwise to rehabilitate 
industry and to conserve natural resources... 
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At length the answer comes. Men and meas- 
ures stand forth to rescue vanquished hope. 
Decisions crystallize to banish fear. Action 
is swift. Then—Véictory. Price-cutting is out- 
lawed. The Chiseler is ostracized. Competition 
is restored to the dignity of honest quality 
and service. Prices stiffen. Wages rise. It is 
the law. Public sentiment requires it. Industy 
applauds it. 


Smoke belches from stacks that only yesterday 
were blackened sepulchres. The wheels of 
industry hum again. The vast army of unem- 
ployed is mustered out—joyfully trooping 
back to work once more. The dawn of 
reconstruction is at hand. And what, in the 
melancholy days of March, seemed to the 
embattled watchers here at Goodrich but an 
echo of their lonely cry, has now become 
the battle hymn of the republic. ...The 
B. F. Goodrich Rubber Company, Mechanical 
Rubber Goods Division, Akron, Ohio. 

























GOODRICH CAMPAIGN 
vs. CHISELERS 


The original “Chiselers Campaign” was 
released by the Mechanical Rubber Goods 
Division of The B. F. Goodrich Rubber 
Company—on March 15, 1933. Its objects 
were to inaugurate an aggressive crusade 
against price-cutting, to promote the prop- 
osition of buying on value as against price, 
and to attract the support of the trade press 
and other manufacturers of like mind. ¢ No 
illusions were entertained as to what a sin- 
gle leader might hope to accomplish; and 
the results therefore exceeded all expecta- 
tions—they were immediate and gratifying. 
Executives who direct the destinies of many 
national enterprises wrote to endorse this 
crusade—many of them describing the ef- 
fective measures they themselves had taken 
to boycott the Chiseler. The business press 
devoted much editorial space to discussions 
of the issue, and other manufacturers took 
up the theme in their advertising. ¢ Good- 
rich is happy to have had a leading part in 
such a crusade and is grateful to those who 
have given it the strength of their support. 


oodrich 


IN RUBBER 
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Buyers Needn’t Be Valve Experts 


—to recognize the real value 
that is built into Jenkins Iron Body Gates 


It doesn’t take a 
valve expert to 
appreciate the su- 
perior design and 
construction of a 
Jenkins Iron 
Body Gate Valve. 
Throughout are 
found practical, 
worthwhile fea- 
tures that talk 
VALUE in terms 
of longer, trouble- 
free performance. Every detail is 
an exhibit of quality, and the mak- 
er’s intimate knowledge of valve 
service. 





Just see the superiorities of this 
valve. Strong talking points 

sound reasons why Jenkins Iron 
Body Gate Valves win preference. 
Jenkins advertising is telling your 
customers about this and 
Jenkins Iron Body Valves 
and telling them to order from you. 


other 


Tie in with this sales producing 
advertising and you are bound to 
profit. 


JENKINS BROS. 


80 White St., New York, N. Y.; 510 Main St., Bridge- 

port, Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 

No. Seventh St., Philadelphia, Pa.; 646 Washington 

Blvd., Chicago, I1l.; JENKINS BROS., Limited, Mon- 
treal, Canada; London, Eng. 








HANDWHEEL 
DESIGNED FOR PERFECT GRIP 










STUFFING BOX 
HOLDS LIBERAL PACKING 


GLAND 
COMPRESSES PACKING 





BRONZE BUSHING 
FOR ENGAGEMENT“ 
WITH SPINDLE 


SPINDLE COLLAR 
STRONG TO WITHSTAND 
THRUST AND WEAR 


H a 


FULL THREAD ENGAGEMENT 
WHEN VALVE IS CLOSED 


SOLID TAPERED WEDGE 
WITH BRONZE FACES 


RIB 
FOR BODY RIGIDITY 


BRONZE SEAT RING 
SCREWS INTO ALL SIZES 


BODY 
UNRESTRICTED PASSAGE 
FOR FULL FLOW 


- 


-WEDGE GUIDE 


ASSURES ALIGNMENT 
PREVENTS DRAG 
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— f{ Jenkins Fig. 326, Standard Iron Body Gate Valve }¥—— 
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Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 





“JENKINS VALVES ARE ALWAYS 





MARKED WITH THE “DIAMOND” 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR FIRST SIX MONTHS OF 1933 
100 — Average Monthly Sales, 1923—1925 


HE Sales Indicator for the first six months of 

1933 tells its own story—a tale of descent to the 
depths and a rapid turn-about in a short period of 
time. Sales registered 34.2% of normal in January, 
dropped to 31.6% in February and then began a rise 
to 31.8%, to 35.0%, to 46.5% and finally to 55.0% 
in March, April, May and June. 

Those who have followed the Indicator closely and 
have kept their records up to date will notice revisions 
in previous figures for January, February, May and 
June sales. Figures quoted in this issue are more au- 
thoritative than those previously given, due to the fact 
that they represent the sales of the largest number of 
distributors to be included in any one month and it is 
suggested that former percentages be revised accord- 
ingly. 

It is again suggested, as it has been many times 
before, that a sales record of this type for any group 
can exert a powerful influence to reduce price cutting. 


AUGUST, 1933 


In view of the interest being taken in the National In- 
dustrial Recovery Act, it should now be possible to set 
up a sales indicator for local territories which would 
dispel forever the wild rumors which are so largely 
responsible for loss of profit through price slashing. 
Mitt Supptigs gladly offers its service to new or old 
local groups in inaugurating such a sales indicator, 
either in an advisory capacity or as the agency through 
which sales figures shall be cleared. . 

There is real cause for rejoicing in the sales curve 
pictured above. It has been a long time since it slanted 
towards the upper right hand corner of any chart. A 
continued movement in that direction for some time 
to come is necessary to bring sales to a normal point 
but, at least, for the first time in about four years, it 
is headed in the right direction. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 36. 








New Deal for Distributors 
Gets Under Way 


With the issuance of the blanket code for all industries and the 
completion of a code for industrial supply distributors, the National 
Industrial Recovery Act takes command of distributors’ establish- 


ments. 


Provisions of both are discussed here. 


The codes in detail 


are reproduced on pages 26 and 28. 


sé T’S fine!” “It’s terrible!” “It offers us a chance 

I to get out of the red.” “It will make our ex- 

penses so high that we'll never make a profit.” 

These and hundreds of other comments, pro and con, 
are heard throughout industry when the National In- 
dustrial Recovery Act is discussed. It was inevitable 
that legislation as radically different as this should draw 
criticisms as well as commendations. 

Regardless of how each individual business man feels 
about the economic rightness of the law, however, we 
have it with us for two years. The thought and effort 
put into grumbling over its 


pends wholly on united action by all employers. For 
this reason I ask you, as an employer, to do your part 
by signing. If it turns out that the general agreement 
bears unfairly on any group of employers they can have 
that straightened out by presenting promptly their pro- 
posed code of fair competition.” 

The code, which is reproduced in full on page 26 of 
this issue, will have reached every distributor before 
this time and, in all probability, will have been signed 
and returned. Furthermore, there will inevitably occur 
a sharp step up in employment and purchasing power 

in our industry. 





deficiencies could far better 








The important features 





be expended in drawing up 
codes which will eliminate 
the evils in industry which 
have long robbed business 
men of rightful profits. 
The Recovery Adminis- 
tration, headed by the dy- 
namic General Johnson, has 
been working day and night 
since the passage of the law 
in an effort to bring major 
industries into the fold. 
Some of these were slow in 
whipping their codes into 
shape and with good reason. 
But, in the meantime, fac- 
tories were booming, im- 
mense stocks of raw ma- 
terials were being purchased 
in advance of the rise in 


business. 


petition. vi 


In announcing the blanket code for all 
industries, the President said, ‘‘This agree- 
ment is part of a nation-wide plan to 
raise wages, create employment and thus 
increase purchasing power and restore 
That plan depends wholly on 
united action by all employers. For this 
reason I ask you, as an employer, to do 
your part by signing. If it turns out that 
the general agreement bears unfairly on 
any group of employers they can have 
that straightened out by presenting 
promptly their proposed code of fair com- 


of this blanket code embrace 
employment and _ wages.” 
Child labor is abolished. 
Working hours for account- 
ing, clerical, banking, of- 
fice, service or sale em- 
ployes (except outside sales- 
men) are limited to 40 
hours per week and at the 
same time the employer is 
prohibited from reducing 
his total hours of operation 
below 52 in one week or, 
if he has operated less than 
52 prior to July 1, he is 
restrained from reducing 
these hours at all. 

The average supply house 
operates an average of 





commodity prices, which is 

inevitable under the law. This condition, coming as it 
did before the public’s purchasing power could be raised 
by reemployment, quite naturally caused the administra- 
tion to fear a fall slump worse in proportions than any 
we have felt yet. 

To offset this possibility and to put the reemployment 
features of the NIRA into effect in the shortest possible 
time, a blanket code for all industry was drawn up and 
mailed to every employer on Thursday, July 27. 

In announcing the code, President Roosevelt made 
this statement, “This agreement is part of a nation-wide 
plan to raise wages, create employment and thus increase 
purchasing power and restore business. That plan de- 


6 


—— about 48 hours per week. 

In fact, when suggestions 
for the proposed distributors’ code were received, it 
was found that this figure was almost standard. With 
the 40 hour week in force, distributors will be required 
to hire additional help in order to operate for 48 hours 
as has been their custom. 

Most of the distributors with whom this problem 
has been discussed are thinking along the lines of letting 
employes off one day a week and hiring additional help 
to take their places on these days. There is some feel- 
ing, however, that the operations in a supply house 
come under paragraph 4 of the code, which states, 
“The maximum hours fixed in the foregoing paragraphs 
shall not apply . . . to very special cases where restric- 
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tions of hours of highly skilled workers on continuous 
process would unavoidably reduce production but in 
such special case at least time-and-one-third shall be 
paid for hours worked in excess of the maximum.” 

Whichever method is adopted by distributors in com- 
plying with the code, increased purchasing power among 
employes in our industry will result. It seems, how- 
ever, that the first proposition, if it can be worked out 
satisfactorily, is the most to be desired. 

As to wages, a $15 per week minimum is prescribed 
for cities of more than 500,000 population, $14.50 for 
cities of from 2,500 to 500,000. 

A careful study of the code’s provisions is recom- 
mended. There will undoubtedly be objections to cer- 
tain provisions but these very objections will tend to 
hurry the production of a code for the distributing 
industry. The blanket code is voluntary in nature but 
the immediate response to the President’s radio address 
on the subject leads to the assumption that a majority 
of industry will fall in with its provisions. 

As has been stated, one of the purposes of the blanket 
code was to hurry the production of codes for individ- 
ual industries. Associations in our industry have been 
very active since the passage of the law. A tentative 
code was sent to members of the National Supply and 
Machinery Distributors As- 


cost, selling below published resale prices, payment of 
secret rebates, issuance of incorrect invoices, discrim- 
ination in prices between purchasers of the same class, 
delivering merchandise which fails to conform to sam- 
ples or specifications, and others. 

It defines a distributor as an individual, firm, part- 
nership or corporation which sells to industrial con- 
sumers and other trade outlets and which has at least 
the following facilities : an adequate investment ; a ware- 
house and the necessary facilities for operating same; a 
proper accounting system; sales, office and delivery 
service; and who performs the following functions for 
several manufacturers of machinery and industrial sup- 
plies: regularly travels salesmen in his territory to dem- 
onstrate and sell lines handled; carries a sufficiently 
complete purchased stock of such industrial tools, 
equipment and supplies to meet normal requirements of 
his territory; and assumes the credit risk of his sales. 

Under Article IX, it is stipulated that in order to 
provide data for the administration of the act and the 
code, the Machinery and Industrial Supply Committee 
shall gather such statistical data from distributors as 
is necessary. 

It is stipulated that the code shall become effective 
ten days after its approval by the President. 

Changes in the code can 





sociation and the Southern "== 
Supply and Machinery Dis- 
tributors Association last 
month. 

Utilizing suggestions re- 
ceived in response to this 
tentative code, a joint code 
for both associations was 
drawn up and mailed to 
members on July 19. Prior 
to finally writing up the 
code, committees of both 
associations had been in 
contact with officials of the 
National Recovery Admin- 
istration and it is thought 
that the code in its final 
form will meet with the 
approval of that body once 
it has been approved by a 
majority of the industry. 
Association executives have 
tentatively agreed to submit 
the code on August 2 or 
thereabouts. _ 


ing the code. 


associations. 


The code for distributors contemplates the 
creation of a general committee, to be not 
called the Machinery and Industrial Sup- 
ply Committee, for the purpose of con- 
tacting the Government and administer- 


Minimum wages are set at $14 per week 
with the exception of learners. 


Maximum hours are fixed at 40. 

Child labor is abolished. 

Sales below cost are prohibited, costs being 
figured as cost of merchandise plus over- 


head expenses in accordance with the 
standard forms used by the distributor 


be made from time to time 
after its acceptance as the 
situation arises. The code 
is basic and obviously can- 
cover every possible 
condition in an_ industry 
which transacts business in 
so many different lines. 
That the codes of other 
industries will vitally af- 
fect industrial distributors 
seems almost certain. The 
steel code, prepared and 
presented by The American 
Iron and Steel Institute, 
contains several stipulations 
which will affect those dis- 
tributors who handle steel 
products. It provides that 
its board of directors shall 
prescribe such rules and 
regulations as it shall deem 
proper by which the ques- 
tion of whether or not any 
purchaser of a product for 





Examination of the code, 
which will be found in full on page 28, reveals provi- 
sions which should go far not only to increase buying 
power of the employes of our industry, but to eliminate 
from the industry many of the evils which have been 
so prevalent in the past. : 

Minimum compensation is set at $14 per week with 
the exception of learners with less than one year’s ex- 
perience. 

Maximum hours are set at 40 as a result of confer- 
ences with NRA officials from whom it was under- 
stood that a higher figure would not be countenanced. 

Under Article X, Unfair Competition, the following 
trade practices are listed as being unfair: sales below 
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resale is a jobber. The code 
provides that distributors enter into an agreement with 
mills whereby they will not sell to any third party at a 
price which shall be less than the mill base price for 
that territory, and it provides for early discontinuance 
of consignment selling. . 

The mill supply industry, along with other Amer- 
ican industries, is launched on a new experiment. 
It is no time for anyone in that industry to think in 
terms of past experience. We are facing an entirely 
new set of business circumstances from which the new 
leaders of the industry will be born. Those leaders 
will be drawn from the ranks of those who meet the 
situation with an open mind. 








Sell More Hand Chain Hoists 


Practically every plant is a 
prospect for wherever heavy 
objects are to be moved fre- 
quently, a hoist is required. 


In the manufacture of large dies, it is im- 
portant that high priced workmen be not 
kept waiting. Sufficient chain hoists solve 


Chain Hoist 


Facts [That Will Help 





the problem. 





at motor test block, 
National Air Transport base repair station. 
Uses are many among air transport com- 


panies. 





Applications in coal mines include: pulling flues, 
stretching underground trolleys, and straightening 
sides of coal cars, in addition to shop and repair uses. 








_ Where to Sell Hand Chain Hoists 


INDUSTRIES 


Steam Railroads 

Electric Railways 

Marine 

Aviation 

Electric Light & Power Plants 
Gas Plants 

Water Works & Filtration 
State, City & County Inst. 
Government Institutions 
Highway Depts. 

River, Harbor & Canal Comm. 
Sand & Gravel Plants 
Quarries 

Coal Mines 

Metal Mines 

Misc. Mines 

Petroleum & Gas Wells 
General Construction 
Electrical Construction 
Plumbing & Heating 
Railway 

Sewer 

Dredging 

Road 

Hospitals 

Steam Laundries 

Cleaning & Dyeing Plants 
Chemicals, Drugs, Etc. 
Ceramics, Brick & Tile 
Coke & Mfg. Gas 
Fertilizers 

Glass 

Gelatine, Glue & Soap 
Sugar Mills 





A 


B 





INDUSTRIES A 


B 
Canning & Preserving * 
Dairies, Ice Cream & Cheese } 4 
Beverages 

Smelting & Refining 

Blast Furnaces 

Machine Shops 

Foundries 

Mechanical Machinery 

Electrical Mach. & Eqpt. 
Automotive 

Shipbuilding & Dry Docks 

Brass, Bronze & Copper Working 
Railroad Repair Shops 

Force Shops 

Stamping & Enameling 

Cotton Manufacturers 

Knit Goods 

Silk Manufacturers 

Woolen Mills 

Rayon Mills 

Other Textile Industries 

Logging Camps & Saw Mills 
Independent Planing Mills 
Furniture Factories 

Box Factories 

Sash & Door Mills 

Other Wood Industries 

Clothing 

Shoe Factories 

Other Leather Products 

Concrete Products 

Marble & Stonework 

Paper Products 

Tobacco * 





A—OUTSTANDING MARKETS 


B—GOOD MARKETS 
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Hand Chain Hoist Sales Pointers 


Determine accurately the type of hoist required for the particular 
service by finding out the actual load to be lifted, the number of lifts 
per day and the number of men available. Never sell a hoist to lift 
more than the rated capacity. 


Find out if the use of a trolley or crane will facilitate the handling 
operation. If the load is to be moved as well as raised, sell a trolley 
with the hoist. This may also lead to an overhead track order. 


In selecting a hoist, make sure there is sufficient headroom to fit into 
the system. A spur-geared hoist hooked into a trolley gives the 
greatest headroom, while a hoist clevised into a trolley allows a 
small reduction. 


A hoist built into a trolley and termed a trolley hoist reduces the 
distance considerably. 


Where a load such as hot metal is to be handled it is advisable to 
use a hoist with the hand wheel extended away from the load so that 
the workman receives maximum protection. 


Where a long, bulky load is to be handled, the use of a twin-hook 
hoist, with which there are two points of suspension enabling the 
workman to lift the load evenly, is advisable. 


Hoists to be used in damp places should be treated to prevent rusting. 


The chain as well as internal parts of the hoist should be kept well 
lubricated. A lubricated load chain will last 15 times longer than 
a dry chain. 


Replacement parts should be of the same manufacture as the original. 


Determine the height of the point of support for the hoist and then 
sell one with enough lift so that the load hook will touch the floor. 


The “reach” of a hoist is the maximum distance between top and 
bottom hooks when the load chain is fully extended. 


The “lift” of a hoist is the maximum travel of the hook as is equal 
to the “reach” less the minimum distance between top and bottom 
hooks. 


The hand chain is usually furnished so the bottom of the loop comes 
about one foot above the load hook when the load chain is fully 
extended. 


Always be sure that the hand chain loop does not touch the floor 
as if it does it picks up dirt which lodges in the hand wheel pockets 
and causes the hand chain to ride out of the pockets and rapidly 
wears the chain and wheel. 


If the load is less than three tons and does not have to be accurately 
placed, a “plain” trolley can be sold. If the load is more than three 
tons or requires careful placing, a “geared’’ trolley should be sold. 


If headroom is low and the load of large dimensions, check care- 
fully to see that the load can be raised the required distance. This 
can be done by taking the minimum distance between hooks given in 
your manufacturer’s catalog, add to it the space taken up by the sling 
used to lift the load, the height of the load and the distance it is to 
be raised. Check this total against the distance from the point of 
least support to the lowest position: of the load. If the load cannot 
be raised as high as required, a “combined” hoist and trolley, a 
“trolley hoist,” may solve the problem. 


Where a hoist is used to hold steel bars while being forged, sell a 
shock spring to be used on the bottom hook and the life of the hoist 
will be materially increased. 


Where material is to be placed over a large floor space, suggest the 
use of a hand operated crane equipped with a hoist and trolley. 


To determine a hoist’s efficiency, refer to your manufacturer’s catalog 
and multiply the hand chain pull by the number of feet of hand chain 
handled to raise the load one foot. Divide this result into the rated 
capacity of the hoist in pounds and the result is the efficiency. 


There are three types of chain hoists, spur-geared, screw-geared and 
differential. 


One man can lift a one-ton load about four and one-half feet in a 
minute with a spur-geared hoist. With a screw-geared hoist he can 
lift the same load half the distance in the same time and with a 
differential hoist it will take three men to lift a ton four feet in about 
a minute. Another way of expressing it is to say that a spur-geared 
hoist has about 80% efficiency. A screw-geared hoist about 35%, 
and a differential about 30%. 


Where rapid and frequent lifts are required, always sell a spur- 
geared hoist; for infrequent lifts where speed is not necessary, a 
screw-geared hoist can be used; while the field for a differential hoist 
is where lifts are infrequent and labor saving is not a factor. 
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Trolley hoist handling a turbine in 
power plant. 


Hoists in automotive plant handling cyl- 
inder blocks at the multiple spindle 
boring machine. 


Hoist being used to handle long roll 
in the Bogota, New Jersey, plant of the 
Continental Paper Company. 


Spur-geared hoists handling motor assemblies in 
the Reo Motor Company’s plant. Note ease with 
which operator handles units. 


Hand Chain Hoist Applications 


Power and Light Companies—Pulling guy wires and trolleys 
and in straightening poles. 


Telephone Companies—Laying underground cables, pulling mes- 
senger wires, guy wires and straightening poles. 


Coal Mines—For tipple work, pulling flues, pulling under- 
ground trolleys, straightening sides of coal cars, and moving 
cutting machines. 


Elevator Companies—For maintenance work. 


Railroads—Changing wheels on cars, removing and replacing 
throttle boxes, putting up main and side rods, removing and 
replacing cylinder heads and putting up guides and cross heads. 


Oil Fields—Picking up rod lines to oil wells, skidding engines, 
boilers and any cumbersome equipment into place, erecting rigs 
and loading trucks. 


Highway Departments — Stretching guard rails and erecting 
bridges. 


In storage and engine rooms. 


Mills and Factories—Setting machinery, connecting conveyor 
belts and other places where a lift or pull is needed. 


Breweries—Repairing elevator chain. 

Water and Gas Companies—Laying pipe lines. 
Gravel Pits—Installing and repairing machinery. 
Contractors—General construction work. 

Trucking Companies—Loading and unloading trucks. 


Street Car Companies—Building and repairing trolley lines. 


. Garages — Straightening frames on automobiles and lifting 


motors. 


Food Products Plants—Handling boxes, barrels, sacks, cans and 
other bulky materials. 


High speed, spur-geared hand chain hoist with trolley on an Hoist and trolley handling large cloth printing 


I-beam monorail track handling ladles. 


mach'ne. Note method of adjusting slings. 
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What Industry Needs 


Tabulated results of a survey conducted among leading industrials in four major industrial 
centers. Note the large percentages in several groups, a finding which bears out the theory 
that most industrial plants are in urgent need of supplies and equipment to bring their 
operations to the new high level which has been created by a steadily increasing demand 





Will need imme- 





~ rors 


Type of supplies and equipment 


diately to handle 
present increased 
plant operations 


Will need 
soon if busi- 
ness continues 
present pickup 


Total number 
which will 
need supplies 
and equipment 





Power Transmission Equipment, such as: 








Belting, V-Belt and chain drives, Pulleys, Shaft- 22% 57% 19% 
ing, Meters, Hangers, Bearings 

Materials Handling Equipment, such as: 
Manila and Wire rope, Conveyor belting, Chain 15% 33% 48% 


Hoists, Car movers 











Machine Tool Accessories, such as: 
Drills and Reamers, Hobs and Cutters, Hack saw 30% 67% 97% 
blades, Chucks, Wire wheel brushes 














Hand and Precision Tools, such as: 





















































Hammers, Saws, Wrenches, Files, Gages, Pipe 26% 56% | 82% 
tools 
| 
ee ta ce Nee - ane 
| | 
Electric and Pneumatic Tools, such as: 11% ‘iat 33% 
Drills, Saws, Hammers, Grinders - ane is Asie 
| 
Power Plant Supplies, such as: | 
Pipe, Valves, Fittings, Steam Specialties, Pumps, 26% 41% | 67% 
Packing | 
= pe a eee. ae ae ~ ne as 
Bolts, Nuts, Rivets and Washers | 37% 56% | 93% 
| 
| —s | : 
Paint, Paint Spraying Equipment, Brushes 26% | 41% | 67 %o 
| | 
i ials: brush b d | | 
Cleaning Materials: brushes and brooms, mops, deter- | 15% 41% 56% 
gents, waste 
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How to Sell Users 


Who Bar Salesmen from Their Plants 


Some industrial users, for one reason or another, will not permit salesmen out 
in their plants where they can get first-hand information concerning the use to 
which their products are to be put. Getting around this sales barrier often 
presents a difficult problem. Mr. Hartford, who for several years was master 
mechanic for a plant of this kind, tells how to turn the trick 


By F. D. HARTFORD 


Chief Engineer, Burkhardt and Sons Steel and Iron Works, 
Denver, Colorado 


HE industrial sup- 
ply salesman who 
calls on a factory 


soon becomes looked 
upon as a technical ad- 
viser by superintendent, 
master mechanic, engi- 
neer, and foremen alike. 
This attitude is the result 
of two conditions: first, 
manufacturing processes 
have become so intricate 
and intensive, and per- 
sonnel problems so press- 
ing, that most factory 
supervisors have neither 
the time nor the energy 
to learn about all the im- 
proved tools, machinery, 
and supplies which the 
market offers for better 
and cheaper production. 
Second, a supply sales- 
man, coming in contact 
with innumerable indus- 
tries and factory prob- 
lems and with many fac- 
tory men, has an un- 
equaled opportunity to 
learn about the practical 
applications of his goods. 
It is on plant improve- 
ment and maintenance particularly that his special knowl- 
edge can secure the largest returns for his house. 

Many manufacturers maintain testing laboratories 
where their products are tried out in a manner paralleling 
factory conditions as nearly as possible. Far better than 
any testing laboratory is, admittedly, actual installation 
and operation in the factory itself. With actual plant con- 
ditions, the salesman comes in closer contact than does 
any other member of the manufacturing or distributing 
personnel. 

Not long ago a supply salesman, who on a previous 
visit had sold an air compressor, was bluntly told that his 
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F. D. HARTFORD 


machine was no good and 
that it would not be paid 
for. On examination, the 
salesman found that the 
compressor was being 
run backwards. He readi- 
ly turned the disgruntled 
customer into an enthusi- 
astic booster without 
making him feel sheepish. 

Another salesman was 
recently shown some drag 
line excavators that re- 
quired new wire rope. 
The digging about to be 
done was the toughest 
and grittiest imaginable. 
After seeing the actual 
conditions, the salesman 
was able to convince the 
owner that the very high- 
est grade of plow-steel 
rope would be far the 
most economical in the 
long run. Noting also 
that ordinary cup grease 
was being used for rope 
lubricant, he prevailed 
upon the owner to place 
an order for a reliable 
wire-rope compound. 

In the foregoing inci- 
dents, the salesman actually saw the machinery or the 
conditions under which his goods were to operate. It is 
easy to realize that, had he not been actually on the ground, 
both his house and his goods might have been discredited 
or an order lost. It is also easy to see why salesmen have 
become looked upon as technical advisers by the men 
actually using the goods. 

Now suppose we bring the salesman into another kind 
of situation where he will still be regarded as a technical 
adviser, but where the purchasing agent and the operators 
cannot allow him to go within the factory walls. Natur- 
ally, if he is still going to render satisfactory service 
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under such conditions, he must adopt different tactics. 

His new tactics should include avoiding the feeling 
either that such a salesman can be only an order taker, 
or that the company’s policy of secrecy is mere foolish- 
ness. Secrecy as to plant processes and equipment is 
vitally necessary in many cases. 

For example, by arranging certain processes such as 
roasting, screening, crushing, and the like in some par- 
ticular order, a chemical manufacturer may be able to 
secure economies that give him a virtual monopoly of 
the market. Patents on any part of such a scheme might 
reveal to keen-eyed competitors the key to the whole 
situation, perhaps enabling them to imitate or even to 
excel the original. Hence, secrecy concerning processes 
and equipment is often found to be preferable to patent- 
ing, and the plant is guarded accordingly. Thus, a sales- 
man frequently finds himself barred from the plant be- 
cause of a rule intended to keep out competitors only. 

Again, certain factory operations are so dangerous 
that all visitors must be 


having 14 crafts in charge, I ran into many problems that 
lay outside my previous experience and information, In- 
asmuch as this salesman gave us not only sound infor- 
mation, but also first-class deliveries and comparable 
prices, he got most of our business. 

Although our mill supply business amounted to a good 
many thousand dollars a year, it scarcely warranted a 
salesman in taking a special course to get it. But this 
salesman’s self-imposed study got him more than just our 
trade. Our chemicals went to scores of his customers— 
factories, sugar mills, oil refineries, metallurgical plants, 
and steel mills. Most of these customers had pitifully 
little knowledge about handling chemicals. However, 
armed with knowledge of the properties and actions of 
chemicals, this salesman sold equipment that could defin- 
itely fill the needs of these customers in this respect. 
Moreover, his usefulness in this one field gave his patrons 
increased confidence in his other lines. 

One problem I recall that utilized this salesman’s special 

knowledge involved the 





barred for theirown pro- === 
tection. Plants making 
explosives, cyanides, hy- 
drofluoric acid, or other 
violent poisons are ex- 
amples of this type. 
Obviously money-sav- 
ing factory equipment is 
always worth more to the 
company using it than to 
the factory supplying it. 
Accordingly, the factory 
which denies to salesmen 
the chance of seeing ac- — aaa 


A TIP TO SALESMEN 
While giving advice and making sugges- 
tions to customers and prospects is an im- 
portant part of a salesman’s job, he should 
always keep foremost in his mind the fact and installation of ex- 
that he is being paid to secure business. 
Don’t talk too much or you may talk 
yourself right out of the order 


—= holding of machinery to 
a concrete floor and wall 
that had been weakened 
by long exposure to acid 
and gas. The security of 
the whole arrangement 
depended on the selection 


pansion bolts that would 
anchor the machinery 
against tension, shear and 
vibration. 

First, he suggested 
EEE that we drill the holes for 





tual plant operations is 
losing many opportunities for improving its equipment. 

The policy of secrecy in addition handicaps the factory 
personnel. Since their own plant bars visitors, they can- 
not, with good grace, ask to visit in other plants where 
they might pick up new ideas of processes and equipment 
that would benefit their own institution. To salesmen, 
therefore, they must look for much of their data concern- 
ing new products and methods. 

For several years, I was master mechanic of a plant 
which made heavy chemicals—sulphuric, muriatic, nitric 
acids and salt cake—and which maintained a policy of no 
visiting. Among my duties was the general supervision 
of mill supply purchases for maintenance work. Pur- 
chases were made from two mill supply houses that car- 
ried virtually identical lines. These two houses were rep- 
resented by two energetic salesmen, who were uniformly 
courteous and eager to do the utmost for a customer. 
Yet after a year or two, one salesman so completely out- 
serviced and outgeneraled the other that he had a monop- 
oly of our trade. 





How did he do it? 


First he learned a lot about the ordinary methods of 
chemical manufacture from books and other technical 
literature in the public library. From this knowledge and 
from acquaintance with general factory procedure he 
reasoned out what our needs would be. Speaking our 
language, as it were, he could understand my explana- 
tions of our problems. And you can readily imagine that, 
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the bolts three inches 
deeper than the expansion shields so that the bolts would 
be anchored in sound concrete, that shields of a type 
expanding on the inner end only be used, that pipe sleeves 
three inches long be installed between the shields and the 
face of the wall and finally, that the whole assembly be 
set in an acid proof compound that would prevent any 
acid from penetrating around the inner end of the bolts. 
This incident occurred about the time that the electric 
percussion drill for putting holes in concrete appeared 
on the market. This salesman was able to give us the 
data on the cost of drilling holes with this new device 
in comparison with the hand drilling with star drills we 
had planned to use. His figures showed that by taking 
advantage of the electric drill and reforging the heads of 
drills we had in stock to fit it, we could save nearly the 
price of the drill. He sold us the drill as well as the ex- 
pansion bolt material, Although the salesman never saw 
the site of the job, yet he understood our needs from 
our description, so that we got outstanding results. 
Information about supplies must be just as reliable as 
the supplies themselves. Frequently they must fit around 
or be supported by other parts, so that any mistakes 
as to dimension or weight might need to be corrected on 
the job where changes are always costly to make. Such 
information is even more important when the salesman 
cannot see where his goods are going to be installed. 
The objection is sometimes made that factory men are 
looking for “free” engineering service. While this may 
be true occasionally, I think in (Continued on Page 50) 
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It Pays 





To Save Your Customers’ Money 


The industrial supply salesman will find it profitable to keep his 

eyes open in his customers’ plants with the idea of recommending 

to them products which will save them money. This practice not 

only produces immediate business but creates confidence in the sales- 
man’s judgment which will lead to further sales. 


HILE the depression has un- 
doubtedly caused most of us 
considerable grief, yet there 


are many tremendously valuable les- 
sons which have been literally thrust 
upon us. Not least among these have 
been several really worthwhile meth- 
ods which we, as industrial supply 
salesmen, have been forced to adopt 
if we were to get enough business 
to live. 

When inquiries and orders stopped 
falling on us like rain from the 
heavens, and it became harder and 
harder to secure even an interview 
with purchasers of supplies, it be- 
came apparent that something had 
to be done, and quickly. 

After considerable thought on the 
subject, I arrived at the conclusion 
that if I wanted to sell anything in 
these times I was going to have to 
make each product I sold produce a 
real saving to my customers. They 
were primarily interested in keeping 
every nickel they had against the 


time when money would be even more scarce than it 
They were reluctant to buy even 
time-tried necessities, let alone any innovations. There- 


was at the moment. 





Demonstrating the effectiveness of aluminum paint 
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Says 
JAMES F. NEIDLINGER 


Columbus Iron Works Company, 
Columbus, Georgia 


fore, I reasoned, my only chance is to 
prove to them that every product I 
try to sell them will actually produce 
savings. 

Working on this theory, my first 
step was to take every opportunity to 
get into my customers’ plants and 
while there to find out just as much 
as possible about the condition of the 
plant and the supply requirements 
needed to produce maximum effi- 
ciency. 

In one of my very first calls I was 
talking, or trying to talk, to the plant 


engineer. A terrific pounding, which . 


I took to be workmen with sledges, 
was making conversation almost im- 
possible. To my question, however, I 
received the answer that the noise I 
heard was in the steam pipes. On in- 
quiry, I found that not a single steam 
trap was being used. I pointed out 
the fact that traps would not only re- 
duce repair bills on the line but would 
mean a real dollar and cents saving 
to him through the elimination of that 


infernal racket. Men simply could not do their best work 
under such conditions. 
This conversation led to the sale of not one, but sev- 





Wire fencing was sold for the plant addition 
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eral good-sized traps together with reducing valves, 
pipe and other items for the rehabilitated steam line. 
In more prosperous days I probably wouldn’t even have 
noticed the unearthly pounding my ears were taking, since 
I would have been so interested in getting a large order 
for several items and hurrying to the next plant where 
I knew more business was waiting for me. 

This steam trap incident more than ever convinced me 
that there was business to be had if only the salesman 
would search it out. I continued my investigation of plant 
conditions in my territory, noticing especially the state 
of repair of all steam lines. By using much the same 
reasoning as I had on my first customer, I succeeded in 
selling over 500 steam traps in my territory in a com- 
paratively short time. 

Here was an item I had virtually overlooked in more 
prosperous times and here, under terribly depressed con- 
ditions, I had sold more than ever before. Furthermore, 
as I had sold a quality product and as there was an honest 
need for it in each case, my customers were actually thank- 
ful that I had succeeded in separating them from some 
of their money. 

As was the case with my first customer, each sale 
of a trap led to orders for numerous supplementary 
commodities. One plant, busier than the rest, decided 
to build an addition. I was called in to figure on the 
steam lines and not only did I get most of this business 
but succeeded in landing much of the remaining ma- 
terial necessary. 

In selling on the basis of saving my customers money, 
I found that it was more and more necessary to use 
demonstration methods in closing the business. Dem- 
onstration has so many obvious advantages over verbal 
explanation that it seems unnecessary here to expound 
its virtues but I might point out one case where it 
amply repaid any slight effort it may have cost. 

One of my customers, a good-sized textile plant, uses 
150,000 gallons of water daily in dyeing cloth. To 
supply their needs, they had built a fair-sized tank which 
was kept filled from their own well by a deep well 





Demonstration is called for more and 
more when using this type of selling. If 
the salesman can devise some practical 
way to show his customers how a given 
product will act under adverse conditions, 
he has a decided edge over the man who 
relies solely on a verbal presentation. 
Further, demonstrations have a way of 
creating lasting impressions which may 
result in business long after the presenta- 
tion is made. 








pumping system. In the course of my calls on this 
plant I had demonstrated the value of aluminum paint, 
using a strip of copper, partially painted with aluminum’ 
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Previous demonstration made possible the sale of aluminum 

paint for the reserve water tank shown here. So thor- 

oughly were the managers of this textile plant convinced by 

the demonstration, that the large order came through with- 
out further solicitation 


and partially bare. The strip is immersed in acid which 
promptly eats away the unprotected portion, leaving 
untouched the painted end. Without warning, the 
water demands of this plant were sharply stepped up, 
necessitating the construction of a supplementary tank 
below the original. My demonstration bore fruit be- 
cause my company received a handsome order for alu- 
minum paint without further solicitation. 

The habit of keeping my eyes open for opportunities 
to save money for my customers by demonstrating to 
them quality products which will lower their operating 
costs has been pretty firmly fixed in the last few years. 
It has produced sales where sales didn’t seem to be 
possible. I am sure that as business gets better the 
same system will be very much worth while, not only 
to sell individual items on which I might be specializing 
but as a means of building customer good will which 
will bring in other business unsolicited. 
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Tayler and Spottswood Plan 


aims at 


Greater Profits 


Experience of Tayler and Spottswood 
Company during 1931 and 1932 has 
brought about a changed attitude 
toward many phases of the business. 
Other distributors will be interested 
in studying this clear-cut plan to 


meet present conditions. 


H. M. Tayler 


LTHOUGH few of us can discern any advan- 
A tages to be derived from a depression such as 
that through which we have just passed, it is 
true that such an ordeal often demonstrates the weak- 
nesses in any organization. It is also true that many 
business men have been unable to stop groaning long 
enough to recognize those weaknesses and to go about 
applying corrective measures. 

Such, however, is not the case with the Tayler and 
Spottswood Company, San Francisco. Confronted with 
a tremendously serious problem of falling volume and 
fixed expenses, this company immediately set about 
studying its own business with a view to removing 
some of the principal obstacles to profitable operation. 
What follows is substantially the new plan of operation, 
designed to cope with the conditions found, as outlined 
by H. M. Tayler, vice-president and general manager. 

“While our catalog displays a varied line of merchan- 
dise, all of which we should presumably be prepared to 
furnish to all classes of trade, we have determined to 
concentrate our sales efforts on major lines and with 
such classes of trade as will be potential customers for 
such major lines,” said Mr. Tayler, in discussing the 
plan with his sales force. 

“We will pass up the solicitation of other commodi- 
ties, except as supporting lines. Further, we will re- 
frain from soliciting the sale of minor lines from those 
who buy minor lines only.” 
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By 
HENRY W. YOUNG 


Pacific Coast Representative, 
Mill Supplies 


This decision was reached after a study revealed the ~ 
fact that it was impossible to maintain a sales force 
capable of contacting every possible customer for every 
item shown in the catalog and still make a profit. All 
accounts are being analyzed with a view to selecting 
those which are potential buyers of major lines. Cer- 
tain accounts, which do not fall in such classification, 
will no longer be solicited. 

“Further,” said Mr. Tayler, “we have neither the 
necessary capital nor the financial wizardy necessary to 
carry on our books, accounts the credit standing of 
which is of a questionable character, or accounts that 
habitually take unfair advantage of our credit terms. 
All accounts will be carefully analyzed in this respect 
and, with the exception of a few, which past experience 
has shown to be worthy of the confidence placed in 
them, those which fall in the above classes will no longer 
be solicited.” 

“Some small accounts,” he added, “are satisfactory 
and their business is desirable, but due to the fact that 
the time necessary to solicit them could probably be used 
to better advantage elsewhere and to the fact that the 
inside routine cost on such accounts is excessive, it has 
been determined to limit solicitation of such customers 
to a minimum.” 

In other words, this company is studying its custom- 
ers and potential customers with the idea of concentrat- 
ing on those from whom can be expected maximum 
volume with minimum risk. The company realizes 
that the very essence of its business precludes the out- 
right elimination of all small accounts and small volume 
lines, but is determined that the sales effort put upon 
such customers and lines shall be (Continued on Page 49) 
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| OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 
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2—Wire 


Scratch 


Dusters. 


5 — Miscellaneous 














Wheel Brushes. 


Brushes. $ Counter 
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mn Brushes 


9 Osborn Brushes 


Brushes. 6-——Upright) Bass Brooms, 
7—-Vloor Sweeping Brushes.  S—-libre 
Wheel Brushes. 9——Window Cleaning 
Brushes. 1O—Mibre and Wire Push 
Brooms, 








~~ ; The Osborn line makes it possible for the ‘Brush 
Conscious’? Salesman to say to ANY buyer: 


“Mr. Buyer, | have a suggestion that should 


be of interest to vou. Your company Uses 


brushes. You may use production and maim 
“SS tenanee brushes or only maimtenanee brushes. 









































“The big pomt is that vou want vour brush 
needs promptly and properly satistied.  lur 
; thermore, vou want maximum brush service 
Ee | at lowest cnd-of service cost. 
5 ale z » |p “My sugeestion is this: Place full responsi 
\y | bility im ome for your brush requirements. 
‘Whe | | 
Make me PRONWVTE that Osborn Brush Sery 





7” ice will blanket all your brush needs. 
































— “The complete manutacturing facilities and 
ar ee long experience ol Phe Osborn Manutacturing 
4) 7 We Company plus the wide scope and high quality 
re of Osborn Brushes stand back of my assurance 
ae that vou will be thoroughly pleased) with 
— NS Osborn Brush Service.” 
ee iy be 
— ek "4 & 
— y 
7 x 
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The Mark of Better Brush Service 
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“Osborn’s 10-Point Policy 


is a firm foundation 


33 


for mutual confidence. 


says W. C. Hunter 
President and General Manager 
The Ross-Willoughby Co. 





The Ross - WILL LOUGHBY GOMPANY 


MILL, MINE, RAILROAD AND CONTRACTORS SUPPLIES 


CoLemMBUS. OHLO 


August 3,1933 


The Osborn Manufacturing Company, 
5401 Hamilton Avenue, 
Cleveland,Ohio, 


Attention: Mr.C.W.Titgemeyer 
Vice President 





Gentlemen: 


The Osborn 10 Point Policy is a firm foundation for 
mutual confidence between Manufacturer and Distributor, 
I am particularly impressed with Osborn's advertising 
cooperation, 


The issuance of "Brush News" is the result of careful 
thought and splendid execution, in making the salesman 
"brush conscious” and is a guide for his recommendations, 
To my mind, if I were a salesman, it would give me the 
confidence necessary in successful selling, 


The Osborn Partnership is one of our most valued friend- 
ships, based, as it is, on respect for one another's 
problems, 

Very truly yours, 


THE ROSS-WILLOUGHBY COMPANY, 


W.C.Hunter: 


GM: President & General Manager 
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“Buying from the Distributor 
Has Saved Us Money” 


Says 
H. E. Sawyer 


Vice-President and Treasurer, MacWhyte Company, 
Kenosha, Wisconsin 


, | \ HERE is a marked trend on the part of users to 
reestablish the industrial distributor. This is well- 
illustrated in the oil well districts. A few years ago 

many companies felt a real economy could be effected by 
buying direct from the manufacturer reserving only pick- 
up business for the distributor. The larger and more far- 
seeing companies realized very soon that such a policy 
resulted in a drastic reduction in the number of dis- 
tributors’ stores and the service they could render. If such 
buying policies persisted, these users realized that dis- 
tributors would soon be in such a position that they could 
not maintain ordinary service facilities. This, of course, 
would mean that rush service, which is often needed, 
would be out of the question. 

The policy of buying direct and warehousing the ma- 
terial themselves placed additional expense upon users, 
which was found to be greater than the small savings in 
original cost they sometimes made by buying supplies 
and equipment direct. 

This about-face, we believe, is restoring the distributor 
to his rightful place in industry. 

Our company, fortunately, learned this lesson during 
a previous depression. Immediately following the war, 
it was our custom to anticipate needs on machine parts 
and general maintenance items for a considerable period 
ahead. We even carried this to the extent of providing a 
rack near each machine to hold a complete set of replace- 
ment gears. Thus, in case of a breakdown, the operator 
did not even have to go to the storeroom for a replacement, 

It was not long before we discovered that gears of the 
same description were on several racks and, as a result, 
the entire reserve was consolidated with no loss in effi- 
ciency. 

There were many maintenance items bought on a quan- 
tity basis for the purpose of making a saving in the unit 
price, but it was found that warehousing costs more than 
ate up the saving. Anticipating needs on such a grand 
scale was the result of the work of an “efficiency” engi- 
neer’s study of conditions. An “efficiency” engineer 
should always be followed by a “simplicity” engineer. 

Since this house cleaning, our purchases through the 
industrial distributor have been according to our imme- 
diate requirements and, as a result, we are not writing off 
annually a staggering sum as part of our unabsorbed bur- 
den, and obsolescence is a small factor in our cost 
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H. E. SAWYER 


“We learned many years ago that the small savings 
which can sometimes be made in original cost by 
buying direct in large quantities are more than 
eaten up in excessive warehousing and handling 
costs.” 
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Codes of Fair Competition 


/ ‘REMENDOUS strides have been 
made the past few weeks by industry 
in the development of codes of fair 

competition. The code of the textile in 
dustry has been accepted and is now in 
operation, while the steel, coal, oil and other 
important industries have either submitted 
or are about to submit their codes. In 
order to hurry along the codes of all indus 
try, a blanket code, dealing primarily with 
wages and hours of labor, has been set up 
by the government. 


In our own field, the National and South- 
ern Associations have drafted a preliminary 
code which is being submitted to distribu- 
tors throughout the country for approval, 
and which, with certain changes suggested 
by the industry at large, will be filed in 
Washington shortly. 


The American Association is also at work 
on its code and hopes to submit it soon. 


As has been emphasized by government 
officials, the main objective of the codes 
under which industry will be asked to op- 
erate is to bolster purchasing power so that 
it can keep step with increased production. 
By raising wage scales and putting more 
men on the payrolls, more money will be 
put into circulation to buy the products 
which industry turns out. Obviously, the 
more money people have to spend, the 


busier industry becomes and hence more 
business will be available to distributors. 


It will be profitable business, too, because 
the code which is finally accepted for this 
industry will eliminate unfair trade prac- 
tices, which, in the past, have often made it 
difficult to secure a fair profit. 


Thus, while the new program of indus 
try control is an experiment and probably 
will create new problems for all industry, 
the basic idea behind it is sound and gives 
promise of better days ahead for business. 


MK 


Followi ng Through 


HE presentation of facts concerning 

the economic importance of the dis 

tributor contained in the May issue of 
Mitt Supp.ies and distributed not only to 
every industrial distributor in the country 
and thousands of salesmen, but also to 
10,000 important industrial plants, has 
proved most timely. 


This handbook of industrial distribution, 
coming as it did just as industrial activity 
was beginning to pick up, has been a def- 


- inite factor in placing the distributor in a 


strategic position to secure his rightful 
share of industry's increased purchases of 
supplies and equipment. Not only has it 
been an important factor in convincing 
users of the distributor's real worth, but 
also has had a stimulating effect on distrib- 
utors themselves. A recent letter from 
Alvin Smith, president, Smith-Courtney 
Company, Richmond, Virginia, is typical of 
the hundreds of comments we have re 
ceived. Mr. Smith says: 


“Our salesmen have commented most 
favorably on your May issue, stating that 
it has been of definite help to them in 
selling our firm to their customers. We 
have also had some very favorable com- 
ments from industrial users.” 
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Mr. Smith goes on to emphasize the fact 
that his company has been active in follow 
ing through on the May issue by the per- 
sonal contact of its salesmen and well- 
planned direct mail matter. In addition, 
the entire Smith-Courtney staff has made 
it its business to study the data presented 
so as to be in a position to put it to the 
most profitable use. 


While the entire industrial distributing 
industry should share in the benefits of this 
particular issue of Mitt Supp ies, it is ob- 
vious that those distributors who are most 
thorough in the use of it will profit most. 
See to it that you qualify as one of that 
number. 


XK 
A Golden Opportunity 


HE business upturn of the past several 

months, which has been felt by prac- 

tically every field, has had its influence 
on the mill supply industry. A study of 
distributors’ sales for the first six months 
of this year (see page 5) indicates that this 
industry hit its low in February and since 
that time has shown improvement. 


Indications point to a continued increase 
in industrial activity, a condition that will 
be more in evidence as the efforts of the 
administration to raise wages and put more 
people to work, thus stepping up purchas- 
ing power, begin to take hold. 


It follows, of course, that the faster the 
wheels of industry turn, the bigger the de- 
mand for industrial supplies and equipment. 
While this demand for supplies on the part 
of industry will be broad, certain items will 
be more urgently needed than others. 


In an effort to find out first-hand just 
what will be the supply requirements of 
industry, Mitt Suppties has just completed 
a survey among leading industrial plants in 
four major industrial centers. The results 


show how utterly unprepared is industry 
for the inevitable business upturn. 


The percentage of plants which need sup- 
plies immediately to take care of present in- 
creased operations or will need soon if 
business continues its upward trend is 69%. 
This percentage is the average for all types 
of supplies. On certain groups of products 
the percentages are much higher, as in the 
case of machine tool accessories, 97°%, bolts, 
nuts, rivets and washers, 93%, hand and 
precision tools, 8247, power transmission 
equipment, 79%, and power plant supplies, 
67%. 


The present situation offers distributors 
a golden opportunity and the progressive 
ones will capitalize on it by making sure 
that their stocks and facilities are adequate 
to meet the demand. 


XK 


Convention Dates Set 


HE annual triple convention of the 

mill supply industry sponsored by the 

National Supply and Machinery Dis 
tributors’, Southern Supply and Machinery 
Distributors’, and American Supply and 
Machinery Manufacturers’ Associations has 
been set for September 25, 26 and 27 at 
the Wardman Park Hotel, Washington. 


Unquestionably, this year’s meeting will 
be the most important in the history of this 
industry and should be attended by every 
distributor and manufacturer of industrial 
supplies. It is very probable that a man 
prominent in the practical working out of 
the National Industrial Recovery Act will 
be one of the principal speakers. All of us 
are interested in this new legislation and 
how it is going to affect our own businesses 
and this convention will afford an oppor- 
tunity to find out first-hand. 


Make your reservations now, because all 
signs point to the biggest attendance ever. 
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Service Ideas Lower 





The chuck holds the wheel firmly, with 


the mandrel in the exact center. 





Babbitt metal is then poured in to fill 
the space between the mandrel and the 
circumference of the hole in the wheel. 





With this band saw brazing outfit, a 

clamp holds the saw while it is cut and 

scarfed. The machine at right is the 

electrical brazer which joins the ends in 
a perfect weld. 
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Inventory Investment 


Two service ideas employed by The Industrial Supply 

Company, Salt Lake City, Utah, have proven to be 

not only an aid to its customers but largely self-sup- 

porting due to savings in inventory investment made 
possible by their use. 


HE Industrial Supply Company 

of Salt Lake City, Utah, takes 
pride in rapidity and thoroughness 
in all service matters. In the line 
of grinding wheels and band saws, 
their service is improved by the use 
of two pieces of equipment not or- 
dinarily found in the shop of a dis- 
tributor. 

The first of these is a babbiting 
chuck, by means of which every 
grinding wheel that goes out is bab- 
bitted instead of having the usual 
wood bushing inserted. It is the 
regular factory equipment which is 
being used for the purpose. The ad- 
vantage of using this equipment is 
twofold. First, it gives the customer 
a better job—an accurate babbitted 
center. The usual bushing is prone 
to shrink and is never exactly true. 
The babbitted center, on the other 
hand, is true as a die and the wheel 
will run true from the first revolu- 
tion. Second, babbitting centers in 
this manner makes it possible to sup- 
ply any customer’s wants by carry- 
ing a stock of wheels about 50% as 
great in number as where bushings 
are employed. 

Take, for example, a_ six-inch 
wheel. Calls come in for six-inch 
wheels and mandrel holes ranging 
from three-eighths to one inch. By 
employing a babbitting chuck, it is 
only necessary to stock six-inch 
wheels with a 34-inch hole. Where 
the calls are for less than 34-inch 
holes, the required size of mandrel 
is used in the machine and the extra 
space is filled up with babbitt metal. 
Occasionally, there comes a call for 
a six-inch wheel with a one-inch hole, 
and in this case the manufacturer’s 
original bushing is knocked out, 


which gives a hole diameter sufficient 
so that a one-inch mandrel can be 
used in the machine and still allow 
space for pouring in the babbitt 
metal. 

When it is considered that grind- 
ing wheels range in size from three 
inches in diameter to 24 inches, and 
with mandrel holes from one-fourth- 
inch to two-inches, in one-sixteenth- 
inch gradations, it is easy to see 


what a saving in stock requirements _ 


is made by thus simplifying the 
mandrel hole factor. Furthermore, 
the service man with this equipment 
properly set up in a light place and 
with babbitting. materials at hand, 
can babbitt a wheel just about as 
quickly as he can insert wood bush- 
ings. 

The other piece of service equip- 
ment which is very satisfactory is a 
band saw brazer, a machine which 
comes in two parts. Band saws, com- 
ing in long strips like belting, must 
be cut to size and the ends brazed 
together. This brazing outfit con- 
sists of a special clamping device to 
hold the saw while the piece is being 
cut off and the ends scarfed. It is 
then moved to the brazer, the ends 
lapped the proper amount, and, when 
the brazing materials have been 
added, the weld or braze is made by 
simply pulling over a lever and hold- 
ing it until the electric current has 
supplied the necessary temperature to 
completely braze the lap. 

After the braze has been made, 
current is again turned on and the 
temperature raised to bring the joint 
to a cherry red, which restores the 
temper. After that it is taken back 
to the clamp where the braze is 
smoothed and the teeth set. 
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THEY SELL BETTER 
BECAUSE THEY 
SERVE BETTER 


A Message of Sales Importance to Goodyear 
Mechanical Rubber Goods Distributors* 





OODYEAR supplies Goodyear 


As a result of this policy and of our 
Mechanical Rubber Goods 


Goodyear Plant Analysis Plan, the 





Distributors with a complete line of Goodyear line contains besides the 
mechanical rubber goods for indus- products in standard demand by 
try and agriculture. In producing industry, many that are exclusively 
this line of products, Goodyear has designed for special uses and service 
in mind something far more than in extraordinary operations. 


completeness of line or variety of 
items. Goodyear’s endeavor is to 
make every article in that line the 
very finest in quality and the most 
advanced in usefulness. 


Whether of standard or special 
character, it may confidently be said 
that Goodyear Mechanical Rubber 
Goods today represent the highest 
QUALITY that has ever honored the 
To that end, Goodyear employs de- Goodyear name, and at present-day 
velopment and testing facilities which prices they are by far the outstand- 
are unduplicated in the rubber in- ing VALUES, 

dustry. Goodyear operates these 
facilities in the light of a scientific 
understanding of rubber and a prac- 
tical experience with the require- 
ments of industry that are reflected 
in the service records of Goodyear 
products through the years and 
around the world. 


Goodyear promotes their sale vigor- 
ously because Goodyear knows they 
will serve their users long and well. 





PRESIDENT 
THE GOODYEAR TIRE & RUBBER COMPANY, INC. 


*There may be an opportunity for you to become the Goodyear 
Mechanical Rubber Goods Distributor in your section. Why not 
investigate? Address Goodyear, Akron, Ohio, or Los Angeles, Calif. 


a 













BELTS - MOLDED GOODS - HOSE + PACKING 
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Blanket Code for All Industry 
Issued by President Roosevelt 


During the period of the President's emergency re-em- 
ployment drive, that is to say, from August 1 to December 
31, 1933, or to any earlier date of approval of a code of 
fair competition to which he is subject, the undersigned 
hereby agrees with the President as follows: 

1. After August 31, 1933, not to employ any person 
under 16 years of age, except that persons between 14 and 
16 may be employed (but not in manufacturing or mechan- 
ical industries) for not to exceed three hours per day and 
those hours between 7 A. M. and 7 P. M. in such work as 
will not interfere with hours of day school. 

2. Not to work any accounting, clerical, banking, 
office, service, or sale employes (except outside salesmen) 
in any store, office, department, establishment, or public util- 
ity, Or on any automotive or horse-drawn passenger, express, 
delivery, or freight service, or in any other place or manner, 
for more than forty hours in any one week and not to reduce 
the hours of any store or service operation to below fifty-two 
hours in any one week, unless such hours were less than 
fifty-two hours per week before July 1, 1933, and in the 
latter case not to reduce such hours at all. 

3. Not to employ any factory or mechanical worker or 
artisan more than a maximum week of 35 hours until De- 
cember 31, 1933, but with the right to work a maximum 
week of 40 hours for any six weeks within this period; and 
not to employ any worker more than eight hours in any 
one day. 

4. The maximum hours fixed in the foregoing paragraphs 
(2) and (3) shall not apply to employes in establishments 
employing not more than two persons in towns of less than 
2500 population which towns are not part of a larger trade 
area, nor to registered pharmacists or other professional 
persons employed in their profession; nor to employes in a 
managerial or executive capacity, who now receive more 
than $35 per week; nor to employes on emergency main- 
tenance and repair work; nor to very special cases where 
restrictions of hours of highly skilled workers on continuous 
process would unavoidably reduce production, but in any 
such special case at least time-and-one-third shall be paid 
for hours worked in excess of the maximum. 

Population for the purposes of this agreement shall be 
determined by reference to the 1930 Federal census. 

5. Not to pay to any of the classes of employes mentioned 
in Paragraph 2 less than $15 per week in any city of more 
than 500,000 population, or in the immediate trade area of 
such city; nor less than $14.50 per week in any city of 
between 250,000 and 500,000 population, or in the immediate 
trade area of such city; nor less than $14 per week in any 
city of between 2500 and 250,000 population, or in the im- 
mediate trade area of such city; and in towns of less than 
2500 population to increase all wages by not less than 20 
per cent, provided that this shall not require wages in excess 
of $12 per week. 

6. Not to pay any employe of the classes mentioned in 
paragraph (3) less than 40 cents per hour unless the hourly 
rate for the same class of work on July 15, 1929, was less 
than 40 cents an hour, in which latter case not to pay less 
than the hourly rate on July 15, 1929, and in no event less 
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than 30 cents per hour. It is agreed that this paragraph 
establishes a guaranteed minimum rate of pay regardless of 
whether the employe is compensated on the basis of a time 
rate or on a piecework performance. 

7. Not to reduce the compensation for employment now 
in excess of the minimum wages hereby agreed to (not- 
withstanding that the hours worked in such employment may 
be hereby reduced) and to increase the pay for such em- 
ployment by an equitable readjustment of all pay schedules. 

8. Not to use any subterfuge to frustrate the spirit 
and intent of this agreement, which is among other things to 
increase employment by a universal covenant to remove ob- 
structions to commerce, and to shorten hours and to raise 
wages for the shorter week to a living basis. 

9. Not to increase the price of any merchandise sold 
after the date hereof over the price on July 1, 1933, by more 
than is made necessary by actual increases in production, 
replacement or invoice costs of merchandise since July 1, 
1933, or by taxes or other costs resulting from action taken 
pursuant to the Agricultural Adjustment Act, and, in setting 
such price increases, to give full weight to probable increases 
in sales volume and to refrain from taking profiteering ad- 
vantage of the consuming public. 

10. To support and patronize’ establishments which 
also have signed this agreement and are listed as members 
of the N. R. A. (National Recovery Administration. ) 

11. To co-operate to the fullest extent in having 
a code of fair competition submitted by his industry at the 
earliest possible date and in any event before September 1, 
1933. 

12. Where, before June 16, 1933, the undersigned 
had contracted to purchase goods at a fixed price for delivery 
during the period of this agreement, the undersigned will 
make an appropriate adjustment of said fixed price to meet 
any increase in cost caused by the sellers having signed this 
President's re-employment agreement or having become 
bound by any code of fair competition approved by the 
President. 

13. This agreement shall cease upon approval by the 
President of a code to which the undersigned is subject; or, 
if the N. R. A. so elects, upon submission of a code to which 
the undersigned is subject and substitution of any of its 
provisions for any of the terms of this agreement. 

14. It is agreed that any person who wishes to do his part 
in the President’s re-employment drive by signing this agree- 
ment, but who asserts that some particular provision hereof, 
because of peculiar circumstances, will create great and un- 
avoidable hardship, may obtain the benefits hereof by sign- 
ing this agreement and putting it into effect and then, in a 
petition approved by a representative trade association of 
his industry or other representative organization designated 
by N. R. A. may apply for a stay of such provision pending 
a summary investigation by N. R. A., if he agrees in such 
application to abide by the decision of such investigation. 

This agreement is entered in pursuant to Section 4 (A) 
of the National Industrial Recovery Act and subject to all 
the terms and conditions required by Sections 7 (A) and 
10 (B) of that act. 
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Polish the 
Cogs 


NOW ! 


Now, before the wheels of industry shift 
into high speed, is the time to polish 
cogs—and regear them to the tempo of 
the times. 





The old ways will never do for tomor- 
row. Outworn, inefficient methods can- 
not hope to stand up under the keener 
competition that lies ahead. 


Every small detail of plant operation 
must be made to function with a mini- 
mum of waste and every machine must 
be maintained at the highest possible 


eee Oe 


ratio of continuous production. 


Belt lacing is a small but vital cog in 

modern plant operation. On its effi- 
ciency depends the maintenance of an 
unbroken productive effort on the part 
of both man and machine. 





‘ _— ‘ : See the Clipper Belt Lacer Company’s 
Clipper sales have increased immensely exhibit at the Chicago World’s Fair, 
in the last two months. Clipper products Booth 2A, General Exhibit Building. 
, 








are favorably known in every country. 
Check the belt lacing equipment in every 


plant and get your share of the business. 


b Clipper Beli Lacer Company 


Clipper 


~ 
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Revised Code of Fair Competition 
for Distributors of Machinery 
and Industrial Supplies 


ARTICLE I—PURPOSE—This Code is 
created to increase employment, reduce 
working hours, establish equitable wage 
rates, improve the standards of labor, 
eliminate unfair, wasteful and uneco- 
nomical competitive practices in the Dis- 
tribution of Machinery and Industrial 
Supplies and otherwise to carry out the 
policy, purposes and provisions of the 
National Industrial Recovery Act. 


This Code is presented on behalf of 
Distributors of Machinery and Industrial 
Supplies by the National Supply and Ma- 
chinery Distributors’ Association and the 
Southern Supply and Machinery Distrib- 
utors’ Association, which represent Dis- 
tributors whose sales constitute approxi- 
mately .... per cent of the total sales of 
these Distributors and is, therefore, rep- 
resentative of the Distributors of Machin- 
ery and Industrial Supplies. 


The Associations impose no inequitable 
restrictions on admission to membership 
and will enroll as a Member any individ- 
ual, corporation, firm or partnership whose 
business is the distribution of Machinery 
and Industrial Supplies. 


The annual membership dues 
Associations are $75.00 per year. 


ARTICLE II—DEFINITIONS—For the 
purposes of this Code, a Distributor of 
Machinery and Inaustrial Supplies shall 
be defined as an individual, firm, partner- 
ship or corporation who sells to industrial 
consumers and other trade outlets; and 
who has at least the following facilities: 

a. An adequate investment. 

b. Maintains a warehouse and the neces- 
sary facilities for operating same. 

c. Maintains a proper accounting sys- 
tem, sales, office and delivery serv- 
ice; and 

Who performs the following functions 
and rénders the following distributors 
service for several manufacturers of 
machinery and industrial supplies: 

d. Regularly travels salesmen 
territory to demonstrate 
lines handled. 

e. Carries a sufficiently complete pur- 
chased stock of such industrial tools, 
equipment and supplies to meet nor- 
mal requirements in his territory. 

f. Assumes the credit risk of his sales. 


The term “employee” as used in this 
Code shall apply to and include all per- 
sons employed in the warehousing, ship- 
ping and transporting of Machinery and 
Industrial Supplies, office and clerical 
help, but shall not embrace outside sales- 
men, executives, and night watchmen. 


ARTICLE III — MONOPOLIES — This 
Code, as well as any supplemental Codes 
or amendments thereto that may be filed 
and approved, is not designed to promote 
monopolies, permit monopolistic practices, 
or to eliminate or oppress small enter- 
prises and will not operate to discriminate 
against them but will tend to effectuate 
the policy, purposes and provisions of the 
National Industrial Recovery Act. 


in the 





in his 
and sell 


ARTICLE IV — LABOR CODE — Under 
this Code it is especially provided that: 


(1) Employees shall have the right to 
organize and bargain collectively, through 
representatives of their own choosing and 
shall be free from interference, restraint 
or coercion of employers of labor, or their 
agents in the designation of such repre- 
sentatives or in self-organization or in 
other concerted activities for the purpose 
of collective bargaining or other mutual 
aid or protection. 


(2) No employee and no one seeking 
employment shall be required as a condi- 
tion of employment to join any company 
union or to refrain from joining organiz- 
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ing or assisting a labor organization of 
his own choosing; and 


(3) Employers shall comply with the 
maximum hours of labor, minimum rates 
of pay and other conditions of employ 
ment approved or prescribed by the 
President. 


ARTICLE V—MINIMUM COMPENSA- 
TION—On and after the effective date of 
this Code, the minimum wage that shall 
be paid employees shall be at the rate of 
$14.00 per week with the exception of 
learners with less than one year’s ex- 
perience. 


ARTICLE VI—MAXIMUM WORKING 
HOURS—On and after the effective date 
of this Code, the maximum number of 
hours that any employee may work in one 
week shall be 40 hours. 


ARTICLE VII—CHILD LABOR—Em- 
ployment of children under 16 years of 
age is hereby prohibited. 


VIII— MACHINERY AND 
INDUSTRIAL SUPPLY COMMITTEE— 
To further effectuate the policies of the 
Act, a Machinery and Industrial Supply 
Committee, consisting of two representa- 
tives of the National Supply and Machin- 
ery Distributors’ Association and two rep- 
resentatives of the Southern Supply and 
Machinery Distributors’ Association is set 
up to cooperate with the Administrator 
as a planning and fair practice agency. 
Such agency may from time to time pre- 
sent to the Administrator recommenda- 
tions based on conditions in the industry 
as they may develop from time to time 
which will tend to effectuate the opera- 
tion of the provisions of this Code and 
the policy of the National Industrial Re- 
covery Act, and in particular along the 
following lines: 


A—Recommendations for the making of 
requirements by the Administrator as to 
practices by persons engaged in the in- 
dustry as to methods and conditions of 
trading, the naming and reporting of 
prices which may be appropriate to avoid 
discrimination, to promote the stabilization 
of the industry, to prevent and eliminate 
unfair and destructive competitive prices 
and practices. 


B—Recommendations for dealing with 
any inequalities that may otherwise arise 
to endanger the stability of the industry 
and of employment. Such recommenda- 
tions when approved by the Administra- 
tor, shall have the same force and effect 
as any other provisions of this Code. 


Such agency is also set up to cooperate 
with the Administrator in making inves- 
tigations as to the functioning and ob- 
servance of any of the provisions of this 
Code, at its own instance or on complaint 
by any person affected, and to report the 
same to the Administrator. 


ARTICLE IX—STATISTICS—In order to 
provide data for the administration of the 
Act and this Code, the Machinery and 
Industrial Supply Committee shall gather, 
through such agent as it may designate, 
any and all statistical information from 
Distributors of Machinery and Industrial 
Supplies which from time to time is nec- 
essary for the enforcement of this Code. 


ARTICLE X—UNFAIR COMPETITION 
—The following practices are hereby de- 
clared to be unfair methods of competition 
within the meaning of the Act: 


1. Sales below cost. For the adminis- 
tration of this Code and taking into con- 
sideration of the interests of the consumer 
and labor, and the necessity of a fair and 
reasonable compensation to Distributors 
of average ability and efficiency, “cost” 
shall be interpreted to include cost of 
merchandise delivered at warehouse plus 


overhead expenses, in accordance with the 
standard forms of the National Supply 
and Machinery Distributors’ Association 
and The Southern Supply and Machinery 
Distributors’ Association. 


It is expressly understood that this pro- 
vision shall apply only to lines on which 
there is no published or suggested resale 
price by manufacturers. 


2. To sell below the resale prices pub- 
lished or suggested by manufacturers, and 
failure to observe other terms or condi- 
tions of resale published or suggested by 
manufacturers. 


3. The payment or allowance of secret 
rebates, refunds, discounts, commissions 
or other special considerations or allow- 
ances, including donations, gifts or pre- 
miums of any nature whatsoever. 


4. The issuance of incorrect invoices or 
other documents covering sales in which 
the prices, terms, discounts, allowances 
or other facts relating to the transaction 
are in any manner incorrectly stated. 


5. Discrimination in prices between pur- 
chasers of the same class, except for dif- 
ferences in the grade, quality or quantity 
purchased. 


6. Delivering merchandise which fails 
to conform exactly to the samples or speci- 
fications on which prices are quoted. 


7. Agreeing to conditions or terms of 
sale, or making promises of any nature 
which manifestly cannot be fulfilled. 


8. Accepting orders for future delivery 
subject to cancellation. 


9. Inducing or attempting to induce the 
eancellation of orders or the breach of 
contracts existing between competitors 
and their customers. 


10. Misrepresentation of facts about a 
competitor or his product. 


11. Quoting a total price on any sched- 
ule of machinery and industrial supplies 
which does not show unit prices and mak- 
ing any addition or deduction on any other 
basis than the unit price shown. 


12. Making sales which fail to provide 
that the terms of payment shall be the 
standard terms allowed to Distributors of 
Machinery and Industrial Supplies by the 
manufacturers whose products they dis- 
tribute. 


ARTICLE XI—GENERAL—This Code 
and all the provisions thereof are ex- 
pressly made subject to the right of the 
President, in accordance with the provi- 
sion of Clause 10 (b) of the National In- 
dustrial Recovery Act, from time to time 
to cancel or modify any order, approval, 
license, rule, or regulation, issued under 
Title I of said Act, and specifically to the 
right of the President to cancel or modify 
his approval of this Code or any conditions 
imposed by him upon his approval thereof. 


Such of the provisions of this Code as 
are not required to be included therein by 
the National Industrial Recovery Act may, 
with the approval of the President, be 
modified or eliminated as changes in cir- 
cumstances or experience may indicate. 
It is contemplated that from time to time 
supplementary provisions to this Code or 
additional Codes will be submitted for the 
approval of the President to prevent un- 
fair competition in price and other unfair 
and destructive competitive practices and 
to effectuate the other purposes_and poli- 
cies of Title I of the National Industrial 
Recovery Act consistent with the provi- 
sions hereof. 


Violation of any provision of this Code 
or any approved rule issued thereunder is 
an unfair method of competition within 
the meaning of the Act. 


This Code shall become effective ten 
days after its approval by the President of 
the United States. 
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RICID INSPECTION 
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Inspection at Upson starts with the steel and follows 
through every operation to the finished product. 
Metallurgists test the steel for chemical and physical 
characteristics. Trained inspectors watch for me- 
chanical defects. Special gauges check for pitch 
diameter—for lead and all the niceties that insure 
perfect fit—and last but not least, a final practical 
inspection is given each piece when the nut is applied 
by hand to the bolt to check the actual fit. 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 
every use. Your specialities are our specialty. 


All these things make for Upson quality—Upson 
uniformity—Upson dependability—that there may ‘be 
no question about the perfection of every single item 
in your stockroom—that there may be no compromise 
with safety—and no unusable stock. 

Upson manufactures a complete line of headed and 
threaded products to one standard only—the highest. 
Whatever may be your requirements, Upson can sup- 
ply them—often from stock. Send us your inquiries. 
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In Produét, Policy 


—— is attained through recognition— 
never by self appointment. With firms as with men—those who achieve 
eminence must accept its enlarged responsibilities. 





©, Leaders in industry must sustain their positions under close, critical in- 
spection. Their products, policies and performances face the fire of con- 
stant surveillance. Their duty is to establish practices above those of the 
rank and file and to rigidly uphold the highest manufacturing and mer- 
chandising standards. To fail in those principles is to step aside that 
others may forge ahead. 


(. Many years ago this company publicly announced to the business world 
a policy irrevocably committing itself to a single track merchandising plan 
on mechanical rubber goods. It involved the principle that sales would be 
confined to distributors and that the enormous facilities and broad experi- 
ence of the organization would be directed exclusively toward their support. 


(.. The announcement coincided with a time when distributors were 
earnestly searching for a champion of their economic function in industry. 
They were being sorely pressed by manufacturers who sold direct to con- 
sumers and many actually believed their business to be in jeopardy. 


(. Republic immediately jumped into the limelight and found itself, almost 


overnight, in a position of leadership. 


(.. The result was that which occurs under every circumstance of sudden 
public or business prominence. Not only the policy but the products and 
performances of Republic were closely scrutinized by every important unit 
in the Mill Supply Industry. Many distributors, consumers and even 


THE REPUBLIC 


YOUNGSTOWN 


ee 
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and Performance 


competitors realized as never before the wide, extended line of Republic 
Rubber Products and their superior quality. Developments proved that 
the very letter of the announced policy was being strictly followed and the 

distributor-protective plan received a strong impetus along a wide indus- 
trial front. 


(Many distributors handling other brands of mechanical rubber goods 
now embraced the Republic franchise, finding unprecedented cooperation 
and support on every phase of their sales problems. 


(Republic had not foreseen the responsibilities of leadership so suddenly 
thrust upon it——but having come, the organization prepared to hold 
| its position. No expense was spared in efforts to improve its products, 
the entire personnel was drilled to the highest possible zeal toward ren- 
dering better service and distributor support was woven right into the 
fabric of the organization as a rule never, under any cir- 
cumstances, to be violated. As proof of its sincerity and 
its unwavering determination to fight to a finish——the » Stivell niet nmmmcselillaiiie 
policy was continually published month by month. Today ath cg tne a 

over a million copies have been distributed. 


The Republic 
5-Point Poli y 


a | 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


€, Republic has never lost the leadership originally accorded 


A price basis inducing and making pos- 


to it. Our promise is that we will continue to hold that > sible aggressive competition with rea- 
. . . . sonable profit return. 

leadership in product, policy and performance until an- iain tiene 

other manufacturer develops more farsighted business source of supply, either direct or in- 

iA . direct, among the trade covered by his 
principles for the good of the Mill Supply Industry than day to day solicitation. 

we have established. When that transpires we will be 5, Selling helps of reasonable amounts so 

: ; that his sales force may be given the 

among the first to follow in his footsteps. advantage of specialized training and 


a knowledge of the product sold. 
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KEEPING POSTED » » 


Newsy facts about industrial distributors 


and their salesmen 











New Committee Organization of 
J M C Approved by 99% 
of Subscribers 

At the last meeting of the full 
Joint Merchandising Committee held 
in Memphis, Tennessee, May 18, the 
following resolution was 
mously passed : 


unani- 


“That the present Joint Merchan- 
dising Committee be dissolved and 
a new committee set up, consisting 
of one member from each of the 
three mill supply associations to be 
appointed by the presidents of their 
respective associations — American, 
National and Southern—each of 
these members to be a subscriber to 
the Joint Merchandising Committee, 
and the secretaries of each of the 
three above mentioned associations, 
and it is further recommended that 
there may be two non-association 
members added to the committee 








one representing distributors and one 
representing manufacturers — these 
to be selected by the six association 
members of the committee mentioned 
above. 

“That the activities of the Joint 
Merchandising Committee shall be 
until further notice carried on for 
the present subscribers with the 
funds now in hand, due and past 
due, without further subscriptions on 
their part until such time as a new 
plan of financing be decided upon 
by the Joint Merchandising Commit- 
tee and submitted to the subscribers 
at a later date for their ratification. 

“That a statement embodying this 
recommendation be mailed to all sub- 
scribers for their approval—and if 
the majority of replies received are 
in the affirmative, the plan becomes 
effective immediately.” 

Subsequently, under date of June 





Hauled bodily by our perspiring reporter from an animated sales conference this 
group, snapped at Burhans and Black, Incorporated, Syracuse, New York, exhibits 


rare tolerance. 


The four men on the left, Ed Kruger, manager of the mill supply 


department, Carl Lewis, Lee Johl and W. F. Francourt, are all members of the 


Burhans and Black organization. 


The next man to the right is Ralph Beardsley, 


Morse Twist Drill representative, while Tommy Murphy of the Carborundum Com- 
pany is at the extreme right. 
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14, copy of the above resolution (to- 
gether with letter of comment signed 
by General Chairman F, M. Archer) 
was sent to all J M C subscribers for 
vote of approval or disapproval. 

Because it was urgent that the 
matter be decided at once, twelve 
days were allowed for voting and 
subscribers were advised that if their 
vote was not on file at the end of 
that period, it would be taken for 
granted that they favored the adop- 
tion of the resolution. 

The resulting vote was that 99% 
of the subscribers approved the reso- 
lution as submitted covering the new 
committee reorganization. 

The organization meeting of this 
new committee was held on July 18, 
at the Mayflower Hotel in Washing- 
ton. Alvin M. Smith, president of 
Smith-Courtney Company,  Rich- 
mond, Virginia, and secretary-treas- 
urer of the Southern Distributors’ 
Association, was elected chairman of 
the new Joint Merchandising Com- 
mittee. David C. Jones, vice-presi- 
dent of the Lunkenheimer Company, 
Cincinnati, Ohio, was elected vice- 
chairman. William T. Todd, Jr., 
vice-president of Somers, Fitler & 
Todd Company, Pittsburgh, was 
elected treasurer. 

It was decided that the detailed 
work involved in handling the in- 
voicing and bookkeeping records of 
the J M C be placéd in the Pitts- 
burgh office and handled by the sec- 
retary. A new plan of financing is 
being formulated and will be sub- 
mitted to the industry at a later date. 


* * * 


G. W. Malone Dead 

George W. Malone, president, C. 
A. Turner, Incorporated, Pittsburgh, 
died on June 30. Mr. Malone left 
the Pittsburgh Gage and Supply 
Company in 1906 to take over the 
management of C. A. Turner, which 
was incorporated in that year on the 
retirement of C. A. Turner, who 
started the business in 1880. 


MILL SUPPLIES 


~ 


—— 








UMI 


AUGUST, 1933 


MILL SUPPLIES 


33 





TONGAN IRON PIPE WILL SAVE 







No matter where or how your customers use pipe, 
there are places where Toncan Iron Pipe will save 
them money. 

A manufacturer of dyes found that Toncan Iron 
Pipe in process lines gave five to six times the life of 
ordinary ferrous pipe. 


A rubber company using coils of ordinary ferrous 
pipe which lasted 12 to 18 months replaced with 
Toncan Iron Pipe in 1929 and these 
coils are still in service. 


A large public utility ran a service ao My 15150 


’ %, 
+ %e 
test on Toncan Iron Pipe and two <TONCAN;> 
7 ‘a 
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other kinds of ferrous pipe. The 
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FOR YOUR 
CUSTOMERS 


-this BOOK 
PROVES 
IT 


cheapest lasted a few months. The other pipe sell- 
ing at the same price as Toncan Iron lasted two and 
a half years. The Toncan Iron lasted almost twice 
as long as the better of the other two. 

These are just three examples of the economy of 
using pipe made of this modern alloy of refined iron, 
copper and molybdenum. A wealth of similar infor- 
mation is contained in the latest edition of “Pipe for 
Permanence.” You can well afford to 
spend thirty minutes reading all about 
this pipe that has a proved resistance 
to rust among the ferrous metals 
second only to the stainless alloys. 


YOUNGSTOWN, OHIO 
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Harry Swanson, 

man for Farwell, Ozmun, Kirk and Com- 

pany, St. Paul, compares notes with P. 

F. Hennig, heavy hardware buyer for the 
same firm. 


right, industrial  sales- 


Additions to Chase, Parker 
Sales Force 

Business in New England is pick- 
ing up! For authority we have G. 
A. F. Perry, secretary, Chase, Parker 
and Company, Incorporated, Boston, 
who also informs us of several ad- 
ditions to the sales force to meet the 
new conditions. 

Atbert V. Wilson is the new man- 
ager of the Bangor, Maine, branch. 
lollowing are some of the new sales- 
men: Charles Belmont, 
Massachusetts, formerly with the 
Dodge Haley Company; W. J. Dow- 
sell, Jr., Belmont, Massachusetts, and 
Wellington Howes, Jr., Needham, 
Massachusetts, formerly with Chand- 
ler and Walter Dunn, 
Quincy, Massachusetts, formerly 
with Winchester Simmons and At- 
lantic Coast Hardware; George M. 
Ray, Milford, Massachusetts; and 
H. F. Robbins, Brookline, 
chusetts, a specialty man on SKF 
bearings. Mr. Wilson, the Bangor 
branch manager, was associated with 


Dogherty, 


Farquhar ; 


Massa- 


Clemson Brothers, hack saw manu- 
facturers. 
* ok * 
Campbell Hardware Adds 
Logging Department 
The Campbell Hardware Com- 
pany, Seattle, Washington, has add- 
ed a logging department to its ac- 
tivities and has appointed William 
(Bill) Bouschor its manager. 


Mr. Bouschor has been engaged 
in the logging industry for the past 
25 years. For 15 years he was log- 
ging manager and district engineer 
for the Willamette Iron and Steel 
Company. He was in Siam for 14 
months installing logging equipment 
and the Russian Soviet was desirous 
of obtaining his services as_ chief 
engineer of all logging activities in 
northern Russia. This last proposi- 
tion he declined, however. 

The addition of the logging de- 
partment has prompted the addition 
of the following products to the 
Campbell Hardware line: Sager 
axes, Sequatchie axe and tool han- 
dles, Simonds saws, Broderick and 
Boscom wire rope and Washington 
Iron Works’ blocks. 

1K *K 
Pete Boylan Donates Golf Prize 
but Wins Nary a One 

Pete Boylan, diminutive but dy- 
namic sales manager of the W. W. 
Pattison Supply Company, donated 





Happy days are here again! For the first 
time in years, S. T. Hughes, salesman for 
Weed and Company, Buffalo, has wangled 
a smile from Chief Engineer C. J. Hoerber 
of the Iroquois Brewing Company. He was 
so excited about it that he demanded pic- 
torial proof to back up his story. 


to the Purchasing Agents Associa- 
tion of Cleveland, one orange juicer 
to be used as a golf prize at that 
group’s tournament held on June 22, 
according to the Midwest Purchas- 
ing Agent. 

Looks like Pete must have been 
playing “customer golf” though, for 
a diligent search through a two-page 
list of prize winners fails to reveal 
the ancient and honorable Boylan 
monicker. 

* oK bad 
Lindquist Hardware Rehires 
Salesman 


Fred Dowdrey, a salesman former- 


ly connected with the Lindquist 
Hardware Company, Bridgeport, 


Connecticut, has been put back to 
work by that company. A stenog- 
rapher has also been added to the 
force. 

“These additions,’ says C. G. 
Lindquist, president, “were made 
possible by an increase in business 
of over 30%, and the improvement 
in the cash situation.” 

Lindquist Hardware has taken on 
the Martin Senour line of paints and 
varnishes and water-proof aluminum 
paint. 

* * * 
Chandler-Boyd Employs Specialist 

The Chandler-Boyd Supply Com- 
pany, Pittsburgh, Pennsylvania, has 
employed C. A. Hukill to work ex- 
clusively on the sale of Colvulc liquid 
rubber. Officials of the company are 
contemplating the addition of a con- 
tracting department for this product. 

Refractory cements and insulating 
materials, manufactured by the Re- 
fractory and Engineering Corpora- 
tion, are now being distributed. 

K * ok 
Pacific Mill and Mine Adds 
Salesman 

L. F. Limberg, who for 10 years 
was with Fairbanks, Morse, has 
joined the sales force of the Pacific 
Mill and Mine Supply Company, In- 
corporated, according to information 
received from D. M. Folsom, presi- 
dent. 

* 2 8 


Hires with Ellfeldt Hardware 

Oscar Hires, who has had consid- 
erable experience in the supply busi- 
ness in Kansas City, has been em- 
ployed in a sales capacity by the 
Ellfeldt Hardware and Machinists 


Supply Company of that city. 





The W. M. Pattison Supply Company, 

Cleveland, Ohio, has found it profitable 

to display small specialties in such a man- 

ner as to attract the attention of all who 
come into the store. 


— 
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W. R. Herstein Made Vice-Presi- | 


dent of Reichman-Crosby 
W. R. Herstein was elected a vice- 
president of The Reichman-Crosby 
Company, Memphis, Tennessee, on 
June 8. 





W. R. Herstein 


He is occupying the position for- 
merly filled by Mr. Crosby, before 
the latter’s retirement several years 
ago. With the pick-up in business 
it seemed desirable that this posi- 
tion should be filled. 

A large part of Mr. Herstein’s ex- 








perience has been in the electrical | 


field, which equips him admirably to 
supervise Reichman-Crosby’s electri- 
cal department. In addition, due to 
the similarity between management 
problems in both fields, Mr. Herstein 
anticipates no great difficulty in fa- 
miliarizing himself with the mill sup- 
ply departments. 
_: 


W. S. Nott Distributing 
Senour Paints 

The W. S. Nott Company of Min- 
neapolis has recently been appointed 
distributor in Minnesota, North Da- 
kota and the greater parts of South 
Dakota and Wisconsin, for the Mar- 
tin Senour Company’s line of paints 
and allied products. 

This marks the Nott Company’s 
first venture into the paint field. The 
Martin Senour Company has, for the 


last three years, distributed its prod- | 


ucts from its own warehouse in the | 


Midway district between Minneapo- 
lis and St. Paul. 
* * * 


Klinger-Dills Distributing 
Keystone Greases 
The Klinger-Dills Company, Day- 
ton, Ohio, is selling the line of 
greases and oils manufactured by 
The Keystone Lubricating Company. 














ENGINEERING 
SERVICE FACTS 


that will save your 
customers time 
and money... 


In order that our advertising may 
render a genuine service to in- 
dustry, as well as sell Yale prod- 
ucts, we publish from time to 
time a series of facts developed 
by Yale engineers to help users 
obtain the longest, safest and 
most efficient service from Yale 


Chain Hoists. 


NO. I. LUBRICATION 


Exhaustive tests conducted in our 
own plant by Yale Engineers 
proved the necessity for regular 
and adequate lubrication of any 
chain hoist. These tests estab- 
lished the fact that your chain 
hoist will give you far longer and 
more efficient service, lift great 
loads more easily, if all moving 
parts are properly lubricated. 


The chain itself will last at least 
15 times longer if properly lubri- 
cated. 


Test all your hoists now and check 
up on their lubrication. It is im- 
portant. 

















THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
Philadelphia, Pa., U. S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Electric Hoists and Trolleys 


























Territorial Sales Indicators 
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North Atlantic States 


Starting the year with sales which were 31.4% of normal in January, the east- 


ern group dropped to 31.0 in February, and then in the next four months regis- 
tered 33.2, 35.4, 47.8 and 55.5 in order. 


Southern States 


The southern group maintained the steadiest gait of all for the first half year, 
starting at 40.6% of normal in January, falling to 40.0% in February and farther 


to 37.2 in March but rose in successive jumps to 40.2 in April, 47.4 in May and 57.3 
in June. 


Middle Western States 


Hard hit by banking troubles, sales for the Middle West dropped from 33.1% 
of normal in January to 27.1 in February and 26.2 in March, then rose to 31.0%, 
43.9% and 51.0% in successive jumps. 


Western States 


Revision of sales figures for the western group shows the largest spread regis- 
tered in any territory. January sales were 31.2% of normal, February showed 
26.2% , March jumped to 38.0%, April dropped to 35.4% and May and June fin- 
ished the half year in a blaze of glory with 48.6% and 76.8%. 


Pacific Coast States 


With the most complete report yet received from this territory, sales for the first 
six months are recorded in order as follows: 264%, 28.6%, 370%, 37.6%, 
51.4%, and 68.5%. 
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G. S. Brown with Belcher and 
Loomis 
George S. Brown, formerly with 
the Chandler and Farquhar Company 
of Boston, and more recently with 
Chase, Parker in the same city, has 
joined the staff of the Belcher and 
Loomis Hardware Company, Provi- 
dence, Rhode Island. Mr. Brown 
will cover the industrial trade in 
southeastern Massachusetts. 
*#* *@ 


Automotive Division Organized 
by General Machinery 

An automotive division, which will 
handle several newly acquired lines, 
has been organized by the General 
Machinery Company, Spokane, 
Washington. Two new salesmen 
have been added to specialize on 
these products, 

Among the new lines are: Utility 
trailers, St. Paul hydraulic hoists, 
Pyroil and Amalie lubricants. 

Business for May is reported as 
being the best in over a year. 

* * x 


Munnell and Sherrill Add 
Rockwood Line 
Munnell and Sherrill, Portland, 
Oregon, distributors, have recently 
taken on the line of pulleys and mo- 
tor bases made by the Rockwood 
Manufacturing Company. 








While our photographer was waltzing 
madly around the office of the Dixie Mill 
Supply Company in New Orleans, Joe 
McCarron, pictured here, breezed in and 
laid a check for $3,000 on the sales man- 
ager’s desk, remarking that he had just 
made a little collection from one of his 


accounts. Do you blame us for wanting 


his picture? 


Williamson Supply Employs 
M. P. Keadle 
M. P. Keadle, for eight years coun- 
try road engineer of Mingo County, 
West Virginia, has been employed 
by the Williamson Supply Company, 
Williamson, West Virginia, to take 
charge of road contractors’ equip- 
ment sales. 
a . 
New Lines for Charles C. Lewis 
Company 
Lucas paints, Bunting bronze and 
pipe and fittings are among the new 
lines which have been added to the 
stock of The Charles C. Lewis Com- 
pany, Springfield, Massachusetts, in 
recent months. 


oo 





“Chet” Chase, city salesman for Smith- 
Winchester Company of Jackson, Mich- 
igan. 

Three Salesmen Added by Joplin 
Machinery 

L. T. LeBow, president, Joplin 
Machinery and Electric Company, 
announces the employment of three 
new salesmen: H. R. Williams, who 
has had 15 years experience; Harley 
Jones, with 10 years; and A. IF. Had- 
den, with 20 years.. 

* * x 


Evansville Supply Distributes 
Brewery Equipment 

The Evansville Supply Company, 
Evansville, Indiana, under the genial 
leadership of Frank Hofacker, has 
become intensively brewery minded. 
Among the new lines recently added 
by this company are: Bastian-Bless- 
ing beer dispensing apparatus, Re- 
public Rubber Company’s brewers’ 
hose, and general brewery equipment. 





Carl Pierson, Fort Wayne salesman for 
the National Mili Supply Company of 
that city. 


Two Salesmen, New Lines for 
C. A. Turner 

C. A. Turner, Incorporated, Pitts- 
burgh, has added R. H. Elliott, elec- 
trical salesman, formerly with Stubbs 
Electric Company, Portland, Oregon, 
and Walter Heeson, formerly with 
McCullough Electric Company of 
Pittsburgh, to its sales force. 

Among the new lines which have 
recently been taken on are Embury 
lanterns and MRC ball bearings. 

a a 
McNeal Machinery Handling 
Timken Rock Bits 

The McNeal Machinery Company, 
Joplin, Missouri, is now distributing 
Timken Rock Bits, according to in- 
formation received from F, M. 
Sharp, president. 

.* -« 


New Taylor-Parker Officers 
On July 1 the following new offi- 
cers were elected by the Taylor- 
Parker Company, Incorporated, Nor- 
folk, Virginia: W. H. Cory, vice- 
president; I. O. Durham, general 
sales manager; and LB. H. Kilpatrick, 
general store manager. 
* Ok Ok 


Keystone Grease Line for Hansen 
and Yorke 

Hansen and Yorke, incorporated, 
New York City, is now distributing 
the products of the Keystone Lubri- 
cating Company, 

















New and Improved Industrial Products 


Car Movers 





WO new car movers, the “Power 

King” and the “Power Boy,” designed 
to handle unusual and average loads, re- 
spectively, have just been introduced. On 
the “Power King,” spurs are concave and 
set at an angle to give greater track-grip- 
ping power. Spur plate is constructed to 
minimize wear on shoe. Nose of shoe and 
saddle toggle operate as a single unit. A 





rounded nose on the saddle toggle of the 

“Power- Boy” is said to give faster action 
and eliminate lost motion. Designed to 
handle average loads, this mover is light 
in weight and is said to resist wear suc- 
cessfully—Advance Car Mover Company, 
Appleton, Wisconsin. Mitt Suppties, Au- 
gust, 1933 


Portable Platform Scale 





NEW portable platform scale, which 

permits extreme loads to be placed 
on the very edges of the platform without 
disturbing the accuracy of the scale. is de- 
signed so that the platform plate does not 
overhang the suspension loops. Levers 
have no lateral movement. Scale is built 
with four wheel construction, the wheels 
being made of Bakelite and rubber. Im- 
proved ball bearing, one cam translation 
mechanism is part of regular equipment. 
—The Kron Company, Bridgeport, Con- 
necticut. Mitt Suppwies, August, 1933. 
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Whipcord Transmission Belt 





NEW belt, featuring an endless-wound 
whipcord construction, is said to have 
no inelastic stretch. Tension section is 
comprised of uninterrupted cord wound in 
recs pe ag or drum wound construction 
laid side by side in a matrix of pure rub- 
ber. Envelope is of heavy, closely-woven 
duck, impregné ited with high grade rubber, 
the duck being laid bias to give flexibility. 
Envelope on the pulley side is of two-ply 
a Made in widths from 1-inch 

» 12-inches and in lengths up to 75 feet. 
ieee Rubber Manufacturing Divi- 
ston, Passaic, New Jersey. Mitt Supp ties, 
August, 1933. 


4 


Tape-Rule 





ABISTOC RAT Number 186, a new 
small tape-rule, is six-feet in length, 
weighs but two ounces and has a case 15¢- 
inches in diameter. The steel line, which 
is stiffened by special forming, can be pro- 
jected unsupported, yet will flex around 
and accurately measure circles. It is man- 
ually operated and provided with hook 
at first end. Number 186 is graduated 72 
inches to sixteenths; Number 186-D car- 
ries in addition engineer’s measurement, 
tenths and hundredths. Case is stainless 
steel with design ——— with black 
enamel.—Lufkin Rule Company, Sagtnaz, 
Michigan. Mitt Suppvies, August, 1933. 


Four Duty Coupling 





ELE illustrated coupling is said to per- 

form four important duties—starts, 
couples, cushions, and limits the load. Con- 
struction involves two drum-shaped mem- 
bers, one of which is attached to the 
driving shaft and the other to the driven 
shaft. Between driving and driven mem- 
bers are inserted two sets of floating seg- 
ments, made usually of brake lining rein- 
forced with lead, the amount of lead being 
calculated to give the required centrifugal 
pressure for carrying the load. Outer seg- 
ments are actuated by the driving mem- 
ber and the inner by the driven member. 
Said to make possible important savings 
in motors and controls and to protect the 
machine or the product being made by af- 
fording smooth, gradual starting and 


Falk Cor- 
Wisconsin. MILL 


cushioning of overloads.—The 
poration, Milwaukee, 
Supp.igs, August, 1933. 


Gas Bench Furnace 





ESIGNED for use in sheet metal 

works, pattern shops, repair shops, 
laboratories and general machine shops, 
this two-burner gas bench furnace will pro- 
duce a fire box temperature of 1800 de- 
grees Fahrenheit. It will burn either city 
or natural gas at an approximate rate of 
15 cubic feet per hour, Burners are placed 
parallel with fire box so that the flame 
travels full length under the soldering iron, 
strikes the curved well and is forced up- 
ward around the point of the iron and 
back over it. Total length is 15-inches, 
height 7-inches, and length of fire box 
54%4-inches. —Red Devil Manufacturing 
Company, Bellwood, Illinois. Mitt Sup- 
PLIES, August, 1932. 


Automatic Knife Grinder 





bw . dl 

This new automatic knife grinder, a 
completely motorized and_ self-contained 
unit, features a special electric timing 
device or clock for automatic control of 
the grinding operation, including cross 
feeding and table traverse. It can be set 
to cut off the power and stop grinding 
automatically at the end of any period 
from one to 45 minutes. Equirxed with 
G. E. ball bearing, 60 cycle motor with 
oil immersed reversing and magnetic 
switches attached. Uses an 8-inch by 3%- 
inch special cup grinding wheel, the rota- 
tion of which is reversed at the end of 
every stroke. Water is recommended as 
a cooling compound. Made in four sizes 
for paper, veneer, woodworking and 
scraper knives and light sheer blades. Base 
is extra heavy core type enclosing revers- 
ing switch, transmission shaft and pulley, 
gear box and water tank with centrifugal 
pump.—Samuel C. Rogers and Company 
Buffalo, New York. Mitt Suppties, Au- 
gust, 1933. 
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J. H. Gutmann, vice-president and treas- | i 
urer of the Weil-Gutmann Supply Com- 
pany, New Orleans, has been associated in | 
business with Mr. Weil for the past 40 
years and, nary a blow has been struck. | ;} 
Further, at the time this picture was | 
taken, no salary reductions had been made | 

by this firm. | 





George A. Myers Company Em- 
ploys Oil and Grease Specialist | 
Charles Mcllroy has been em- 
ployed by George A. Myers and 
Company, Incorporated, Paterson, 
New Jersey, as a special representa- | 
tive covering the trade in Passiac and | 
Bergen Counties on oils and greases. | 
*¢ 
Supply Man Seeking Connection | 

C. M. Antrim, P. O. Box 33, Day- 
ton, Ohio, formerly with M. D. Lar- | 
kin Supply Company in charge of | 
sales and quotations, is seeking a | 
connection in the supply field. 









‘oebAND POWER». 
MOLYBDENUM ) a 


HEAVY DUTY—EXTRA VALUE 


HACK SAW SN 





Paul J. Hagerty, vice-president and sales 
manager, Hagerty Brothers Company, 
Peoria, Iil. 
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anufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Payne Rejoins Greenfield Tap 

and Die Corporation 

The Greenfield Tap and Die Cor- 
poration of Greenfield, Massachu- 
setts, has announced that Colonel 
Frederick H. Payne, who disposed 
of his interests in the corporation in 
1929 and became Assistant Secretary 
of War, has rejoined the corporation 
as chairman of the board of directors. 

Colonel Payne and associates re- 
cently purchased a large block of the 
common stock from interests who 
had been in control of the corpora- 
tion since 1929. 

Charles N. Stoddard, who con- 
tinues as president and general man- 
ager, will, with the board of direc- 
tors, nine of whom are fesidents of 
Greenfield, direct the affairs of the 
corporation in the future. 

Colonel Payne, who will live in 
Greenfield, will devote his entire time 
to the affairs of the corporation, and 
it is understood that the corporation, 
which makes a large and diversified 
line of tools, consisting of taps, dies, 


drills, screw extractors, reamers, 
gages, screw plates, pipe tools, ma- 
chine tools, etc., will continue the 
same aggressive merchandising pol- 
icy it has maintained in the past. 

. 2 4 


Electric Hoist Manufacturers 
Appoint Code Committee 

The Electric Hoist Manufacturers 
Association, at its meeting held at the 
Hotel McAlpin, New York City, on 
June 27, 1933, appointed a committee 
consisting of F. A. Hatch, president 
of Shepard Niles Crane and Hoist 
Corporation, Montour Falls, New 
York; F. F. Seaman, general man- 
ager, Hoist and Crane Division of 
Robbins and Myers Sales, Incorpo- 
rated, Springfield, Ohio; and J. G. 
Worker, general sales manager, 
American Engineering Company, 
Philadelphia, Pennsylvania, to draft 
a code of practices for the electric 
hoist manufacturing industry. 

This code will be presented to the 
membership of the association for 





Abrasive and cutting tool manufacturers descend on the Smoky City in a horde. 
In this group, taken in front of the Penn General Supply Company, Pittsburgh, 
are: P. J. Edmonds, Penn General; M. O. Colburn, Behr-Manning Company; C. F. 
Miller, Henry Disston and Sons, Incorporated; W. J. Charles, president, Penn Gen- 
eral Supply; W. J. Ellis, abrasive division, Cleveland Container Company; and 
J. D. Davis and F. W. Hoetzlein, both of the Penn General Supply Company. 
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adoption at an early meeting, after 
which it will be submitted to the ad- 
ministration at Washington for the 
President’s approval. 


* * * 


Cap Screw Makers to Draft Code 

An organization of manufacturers 
of cap and set screws, The United 
States Cap Screw Service Bureau, 
has appointed a committee to draft 
a code of fair trade practices under 
the provisions of the National In- 
dustrial Recovery Act. 

H. D. North, president, Ferry Cap 
and Set Screw Company, Cleveland, 
is chairman and J. W. Fribley, presi- 
dent, Cleveland Cap Screw Company, 
Cleveland, is vice-chairman of the 
committee. G. T. Byrne is secretary 
of the Bureau. 

x * x 


Kron Company Appoints 
Distributors 
The Kron Company, Bridgeport, 
Connecticut, manufacturer of indus- 
trial automatic dial scales, has ap- 
pointed the following distributors to 
handle its complete line of equipment: 
Ebbert and Kirkman Company, In- 
corporated, Birmingham, Alabama; 
William N. Schwab, Los Angeles, 
California; and Coe-Mantes Scale 
Company, San Francisco, California. 
* * * 


Forged Tool Simplified Practice 
Reaffirmed 


Simplified practice recommendation 
R17-31, covering forged tools, has 
been reaffirmed without change by the 
standing committee of the industry, 
according to an announcement by the 
division of simplified practice of the 
Bureau of Standards. 

This recommendation, which was 
proposed and developed by the indus- 
try, is concerned with industrial 
forged tools, and railroad track tools. 
Eye numbers for these tools have been 
incorporated in the list and are in- 
dicated opposite each item where it 
is part of the tool in question. Stand- 
ard lengths, where applicable, are 
also included in the recommendation. 
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George C. Isbester Handles | 
The Yale and Towne Manufactur- | 
ing Company, Philadelphia Division, | 


announces the appointment of George | 
@ TOOL HOLDERS and TOOLS 








C. Isbester to personally direct the | 
sale of Yale Hand and Electric 
Trucks and Tractors to the railroads 
in the mid-western territory. 





With Prices “Stabilizing” 


the Demand Will Be for 
Tools of Known Quality 


With prices being “stabilized,” with below-cost-selling, 
out, the thing that is going to attract buyers and close 
sales is Quality. With prices held level, all buyers will 
want nothing but the very best. 


This is certain to increase sales for all ARMSTRONG 
Lines, for each has been the Quality Line in 
its field, has been a complete line, has been 
consistently and widely advertised. 


For over 40 years “ARMSTRONG” with 





George C. Isbester 
Mr. Isbester is unusually well 
qualified for his new work, as he has 
for several years been identified with 





the development of material handling the ‘““Arm-and-Hammer” has been accepted 
methods and equipment for railway | as synonymous to “The finest that can be ‘aa 

° Fs i t 
terminals, stores, shops and freight made.” There has never been an inferior haaed 


houses. 

The activity of Mr. isbester in the 
railroad field dates back to his work 
in the mechanical department of the 
Great Northern in 1899, since which 


time he has been in almost continu- ARMSTRONG BROS. TOOL CO. 


World's Fair 


ARMSTRONG Tool. That is why tool St. Louis 
buyers everywhere associate ARMSTRONG 
with highest quality. 








ous close contact with the railroad “The Tool Holder People” 
supply and equipment industry. In | ‘ Highest Award 
i MM — ; ce | 305 N. Francisco Ave., CHICAGO, U.S. A. Universal 
7, Mr. Isbester entered the Navy PRs ag: a 
with the rank of captain and served pr mtig 
on the staff of the late Admiral Mof- ARMSTRONG 
fett at the Great Lakes Naval Train- Tool Holders Write for 
ing Station, later being transferred ae ee Catalog B-27, 
Ss ia “ a “CO” Cl - 
to the staff of Admiral Simms, com- | 9 presi a showing all 
. ait a e MA a - | 14 peed 

mander-in-chief of the U. S. Navy Arusbée Cette ARMSTRONG 
in foreign waters. | Drop Forged Wrenches Lines. Highest Award 

Mr. Isbester in his new connection | Ratchet Drills Universal 

- z a Ks Exposition 
with the Yale and Towne Manufac- | Machine Shop Specialties 


Liege, France 
turing Company will have a com- 


plete line of equipment to offer, in- | 

cluding Yale Electric Trucks and | ARMSTIACNG BROS. 
Tractors of all types, baggage trucks, 
tilting fork trucks, hand lift trucks, 
steelbound skid platforms and_pal- 


letts. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG 


TOOLS from your 


* * * 


Wrought Washer Appoints Swain 






Grand Prize and 
Medal of Honor 





ver + 4 P Medal —The Two Highest 
The Wrought Washer Manufac- bee he of Honor Awards Conferred 
: L ‘ ~ , * Franklin Pan-Pacific Int. Exp. 

turing Company, Milwaukee, has ap- v lasittate Bias Peete 
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DISTRIBUTORS — 


Here’s Something that will 
SELL 


Coffing Hoists 


“PRODUCTS OF NECESSITY" 


Light—compact—powerful hoisting equipment up 
to six-ton capacity that one man can handle. Think 
of it! 


No need for your customers to have a crew of 





are equipped with Coffing Hoists. One man can do 
the job faster—-better—more economically. 





1 
The New Electric Coffing 
Hoists. Capacities: '%, 
Ya, | and 2 tons. Weights: 














75 to 85 Ibs. 
No. 1 2 
- Model A—*%, ton; Weight: 
Coffing Hoists operate in many posi- Me yd Wolght: 25 ag 


tions in which ordinary hoists will not. 
They have a large safety factor. They 
cost less. They possess many other sell- 3 
ing factors. 


N Model F-T— 
That's the kind of merchandise that } ag rota Weight: 


moves—and each sale produces a fine 34 Ibs. 
profit for the distributor. 











4 
You are invited to write 
Model Z7— ity: 6 
for all the facts. fone Weight: 68 Ibe No. 2 No. 3 No. 4 


313 E. Van Buren St. COFFING HOIST COMPANY Danville, Ill. 








Your Customer 
may not be from 
Missouri 


BUT HE HAS TO BE SHOWN 


@ One alert distributor realizing that a demonstration 
was the most convincing argument encouraged his 
salesmen to carry samples—they did it—result—65 
belt lacers sold in one month. 


A handsome profit for the fellow who will tuck a 


sample in his kit or pocket—and show ’em how easy 
it is to lace a 6” belt in an ordinary vise. 







NEW And—the price of this new belt lacer with 6” ca- 
4 4 pacity is so low that it appeals to all those 
BELT-LACER responsible for the care of belting. 


But—he has to be shown. Carry a sam- 
ple with you and get your share of business 
that requires merely a demonstration to be 


SAFETY 


BELT-LACER 


COMPANY 
TOLEDO « « OHIO 


$3.50 





men handling an ordinary hoisting job when they | 











pointed H. M. Swain, Quincy, Mas- 
sachusetts, as its representative in 
the New England states for its en- 
tire line of standard and _ special 
washers, corner braces, corner irons 
and stampings. 
a 
Change in Allis-Chalmers 
Officials 

Two changes in the official organ- 
ization of the Allis-Chalmers Manu- 
facturing Company, Milwaukee, have 
recently been announced. 

L. W. Grothaus, who has served 
as general representative, in charge 
of the sales organization, is appoint- 
ed as assistant to the president. His 
immediate duties will be to direct the 
company’s interests in matters per- 
taining to the National Industrial 
Recovery Act as they relate to com- 
mercial problems. 





L. W. Grothaus 


Mr. Grothaus became affiliated 
with the Allis-Chalmers organization 
in 1904 with the acquisition of the 
Bullock Electric Manufacturing Com- 
pany of Norwood, Ohio. He was 
transferred to Milwaukee in 1908, 
and later served in the Milwaukee 
district sales office. 

In 1917, during the World War, 
his services were loaned to the Gov- 
ernment as a member of the staff of 
the War Industries Board, where he 
remained until the end of 1918. Re- 


| turning to the company he served 


ee 
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successively as manager of the elec- 
trical department in charge of Nor- 


wood Works, and later of the same | 


department in Milwaukee. He was 
appointed general representative in 
January, 1932. 


Walter Geist 


Wail.er Geist, who is now appoint- 
ed general representative, has had a 
long career with the company, since 
1909, in the flour mill, saw mill, and 
power transmission division. He is 
well known as the inventor of the 
Allis-Chalmers ‘‘Texrope Drive,” the 


multiple V-belt drive introduced by | 


the company about eight years ago. 

He has been assistant manager of 
the milling machinery 
since 1928. During this time he has 
traveled very extensively in the in- 
terests of the company, visiting not 
only every sales office in the United 
States, but in many foreign countries. 

=. 


Torchweld Opens New York 
Office 

The Torchweld Equipment Com- 
pany, Chicago manufacturer of gas 
welding and cutting apparatus, has 
opened a New York branch office at 
75-77 West Grand Street with R. B. 
Spinney in charge. 

Mr. Spinney has been connected 
with Topping Brothers in that city 
for many years, specializing on the 
sale of Torchweld equipment. 

x * x 


Standard-Shannon Adds Lines 


Standard-Shannon Supply Com- 
pany, Philadelphia, is selling Arm- 
strong wrenches, Stoody rods and 
Stoodite, and I. B. Williams leather 
belting. 





department | 











Today It Must Be Steel 





Patented and 
Patents Pending 





Be 


SS = 


“HALLOWELL” STEEL WORK-BENCH 


The ready-made, shipped out of stock “HALLOWELL” Steel 
Bench Equipment has already made such headway that you 
ought to give it serious consideration in case you haven't 
done so. 


The “HALLOWELL” Line is an_ honest-to-goodness money 
maker, but as this space is entirely too small to tell you all 
about it, be sure to write us for our 


BULLETIN 445 and others 





Our BeEst SELLERS: 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL,” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL?” Steel Shop-Furniture 
“HALLOWELL,” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances 


WHY DON’T YOU GET ON THE BANDWAGON? 














STANDARD PRESSED STEEL CO 








BRANCHES BRANCHES 
BOSTON JENKINTOWN, PENNA. NEWYORK 
DETROIT BOX 519 ST.LOUIS 
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This DEMING Sea as 


Deep Well Turbine 


Saved the Purchaser 
$1800 the First Year 
On His Water Bill 
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Many other Deming Deep Well Tur- 
bines are also saving hundreds of dol- 
lars annually for their owners. Names 
furnished on request. 


Several desirable territories are 
open. We have an attractive distrib- 
utor proposition. 


The Deming Co., Salem, Ohio 





| 


| ~*~ * _ 
|\C. J. Ambrogi, manager of the mill sup- 
|ply Company, Ford and Kendig Com- 
| pany, Philadelphia, is flanked by two 
| manufacturers: O. J. Mitchell, sales man- 
| ager, Union Steel Chest Corporation, left, 
|and A. E. Meigs, Philadelphia representa- 
tive for the same company. 





| American Chain Producing Wire 
Products from Page-Allegheny 
Alloys 


Arrangements have been conclud- 
ed whereby the American Chain 
Company and associate companies 
will take over the drawing, fabricat- 
ing and sale of Allegheny Metal and 
other Allegheny Alloys in round, 
flat and shaped wire forms. This 
new wire will be marketed under 
the name of Page-Allegheny Alloys, 
and will be sold by the Page Steel 
‘and Wire Company of 
Pennsylvania. 
| Hazard 


Monessen, 
In the plant of the 
Wire Rope Company at 
Wilkes-Barre, Pennsylvania, various 
forms of wire rope will be made from 
these alloys and at the York, Penn- 
'sylvania, plant of the American 
Chain Company chains and chain 
attachments will be produced. 
In addition to wire in coils, the 
Page Steel and Wire Company will 
| fabricate welding wires, farm fence, 
| barbed wire, traffic guard, strand and 
|other products from Page Allegheny 
Alloys. 
ee 
May Paint Sales Largest Since 
1931 

| Sales of paint, varnish and lacquer 
| products, as reported to the Bureau 
| of the Census by 588 manufacturers, 
| amounted in May to $27,574,056, the 
| best month recorded since June, 1931. 
| Of this total, $6,053.233 represents 
|industrial sales, $11,752,360 trade 
| sales and $9,768,463 unclassified. 





Holo-Krome Director Dies 

David J. Post, director of the 
Holo-Krome Screw Company, Vee- 
der-Root, Incorporated, and chair- 
man of the board of the Billings and 
Spencer Company, died at his home 
in West Hartford, Connecticut, on 
June 24. Mr. Post was 72 years old. 


* * * 


June Construction 34% 
Above May 

Construction contracts of all de- 
scriptions awarded in the 27 states 
east of the Rocky Mountains during 
June totaled $103,255,400 according 
to F. W. Dodge Corporation. This 
was a gain of almost 34% over the 
total of $77,171,700 shown for May. 
During June of last year the contract 
volume amounted to $113,075,000. 

Breaking the June, 1933, contract 
total down, the Dodge organization 
indicates a total of $74,434,400 for 
privately-financed undertakings as 
distinguished from the total of $28,- 
821,000 for publicly-financed work. 
Thus the total of private work dur- 
ing June compares with only $53,- 
487,500 for May and $48,806,800 in 
June, 1932. 

Showing a further distribution of 
last month’s awards as_ between 
major structural classifications, the 
current report gives a June total of 
$27,793,200 for residential building 
as against $26,519,700 for May, and 
only $23,116,200 for June, 1932; 
non-residential building awards dur- 
ing June amounted to $51,024,400 
as*®compared with $31,639,400 for 
May, and $39,812,600 for June, 
1932; awards for public works and 
public utilities during June, 1933, 
totaled $24,437,800 us against $19,- 
012,600 for May and $50,146,200 for 


June of last year. 








satel? i 


E. W. Ellsworth of the Stanley Electric 

Tool Company and F. W. White, general 

manager of L. L. Ensworth and Son, In- 

corporated, Hartford, Connecticut, go into 

a huddle over several inquiries for elec- 
tric tools. 


} 
} 
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Whitman and Barnes Acquires 
Three Subsidiaries 
Whitman and Barnes, Incorpor- 
ated, manufacturer of twist drills, 
reamers, cutters, punches and other 
tools, established in 1854, with fac- 
tories in Detroit, Michigan, and 
Walkerville, Ontario, has announced 
the acquisition of three subsidiaries, 
following consummation of a reor- 
ganization plan, ratified by the 
stockholders of the various compan- 
ies, on July 21, as follows: Latrobe 
Tool Manufacturing Company, La- 
trobe, Pennsylvania, manufacturers 
of twist drills and reamers, as well 
as machine knives for the wood- 
working industry; J. M. Carpenter 
Tap & Die Company, Pawtucket, 
Rhode Island, established in 1870, 
manufacturer of taps, dies and screw 
plates; Valley Forge Steel and Tool 
Company, Chicago, Illinois, tool dis- 
tributing organization, dealing chiefly 
in twist drills, reamers, taps and dies. 
Clarence Avildsen, newly elected 
chairman of the board of directors of 
Whitman and Barnes, Incorporated, 
stated that, in order to provide the 
maximum distribution of employ- 
ment, in support of President Roose- 
velt’s recovery campaign, no consoli- 
dation of the manufacturing sales 





organizations of the four companies | 


is contemplated. Rather, it is planned 


that each of the four companies shall | 
carry on with its present staff of em- | 


ployees. 

As part of this reorganization, the 
capital stock of Whitman and 
Barnes, Incorporated, was increased 
to 300,000 shares, of which 184,000 
shares have been issued. All of these 
shares are listed on the Detroit Stock 
Exchange. The consolidated net 
worth of the four companies is ap- 
proximately $1,500,000. 

Mr. Avildsen has held the posi- 
tion of chairman of the Latrobe, 
Carpenter and Valley Forge com- 
panies for the last eighteen months. 

M. J. Kearins, of Chicago, was 
elected president of Whitman and 
Barnes, Incorporated, succeeding 
William H. Eager, who retired as an 
active officer, although remaining on 
the board of directors. Mr. Kearins 
has held the position of president of 
the Latrobe and Carpenter compan- 
ies for the last two years and will 
retain these duties. 

Earl F. Reinhart and Erik Ander- 
sen, both of Chicago, were elected 
vice-president and treasurer, respec- 
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product and 
distribution 
policy make the 
money for the Jobber 


—and the “making’s”’ getting good 


The best-made hollow screws on earth wouldn't be 
best for the mill supply Jobber unless sold with a Jobber 
policy. Without it, your biggest customers would be factory 
customers. .. The soundest Jobber policy on earth wouldn't 

be sound for the hollow screw Dealer without a superior product 
to hold customers. . . Our Jobbers know that the Allen tie-up 
7 of product and policy is RIGHT. Obviously the reason so many 

Jobbers participate in the tie-up. » 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.S§$.A. 
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When you sell a cheap 
union you cannot fur- 


nish quality, take 
chance of dissatisfied 
customers and make 
less profit. 


When You Sell 
a DART UNION 


you guarantee quality and 
satisfaction, build repeat 
business and make larger 
profit, We give two 
unions free for any DART 
UNION proven defective 
through faulty material 
or workmanship. 






BRONZE-TO-BRONZE 


TEES—UNIONS——ELLS—SCREWED—FLANGED 


E. M. DART MFG. CO 
PROVIDENCE, R. I. 
Sales Agents: 
The Fairbanks Company, New York 
and at all branches 
Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 


| tively, succeeding Karl Kendig, who 
retired as an active officer, although | 
remaining on the board of directors. | 


Mr. Reinhart has held the position 
of vice-president of the Latrobe 
Company for several years and Mr. 
Andersen has been, for a number of 


years, the treasurer of the Valley 


Forge Steel and Tool Company. 
Harry J. Cogswell, of Chicago, 
will continue as president of the Val- 


| ley Forge Steel and Tool Company. 


The newly elected board of direc- 
tors is as follows: Clarence Avildsen, 
Chicago, chairman; Edward B. Bur- 


| ling, Washington, D. C.; William H. 


Eager, Detroit; Harry C. Edmonds, 


LONG CUTTING 
LIFE! 


NO BREAKAGE! 








that’s why 


MARVEL 


High Speed Edge Hack Saw Blades and Hole 


Saws are the choice of Practical Buyers 


The cutting edge is of genuine high speed steel, 


| welded to a body of 


Chicago; Joseph G. Hamblen, Jr., | 


Detroit; Christian H. Hecker, De- 
troit; M. J. Kearins, Chicago; Karl 
Kendig, Akron, Ohio; I. B. Shallen- 
berger, Latrobe, Pennsylvania; 
George Alston Smith, Syracuse, New 
York, and Muir B. Snow, Detroit. 


* * * 
McLeod and Henry Issues 
Bulletin 
McLeod and Henry 
Troy, New York, manufacturers of 
furnace refractories for 108 years, 


| advantages of Mar- 


| vel Products. Re- 
peat orders and 
profits will be a 
matter of course. 
Write to- 
day for all 
the facts. 


Company, | 


recently published a 16-page bulletin | 
describing their new “Steel Mixture” | 


oil brand firebrick for oil-fired fur- 
naces, “Carbex”’ silicon carbide brick 
for boiler, stoker and industrial fur- 


| nace linings, high temperature fire 
| cements, furnace linings and arches, 


etc. It contains information of value 
in the selection and care of firebrick 
furnace linings. Bulletin is num- 


| bered F-102. 


| type 


* * * 


Oberdorfer Manufactures 
Beer Equipment 
The M. L. Oberdorfer Brass Com- 
pany, Syracuse, New York, is manu- 
facturing a quality line of New York 
bronze beer bungs, draught 
tubes, with valves tested to 35 pounds 
pressure against leakage, tapping 


| irons and wrenches. 


*k * * 


Electric Industrial Truck Ship- 
ments Show Large June Increase 

June shipments of electrical indus- 
trial trucks and tractors, as reported 
to the Bureau of the Census by 10 
leading manufacturers, consisted of 
52 trucks and tractors as compared 
with 22 in May, 25 in June, 1932, 


_and 75 in June, 1931. 


tough, special alloy 
steel. This combi- 
nation insures long 
cutting service and 
absolutely elimi- 
nates blade break- 
age. 

Your customers 
will quickly see 
these outstanding 








Armstrong -Blum Mfg. Co. 
“‘The Hack Saw People”’ 
353 N. Francisco Avenue 
CHICAGO, U.S. A. 








Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner race- 
way... These roller bearingsin many places are 
supplanting ball bearings and the hollow flexible 
roll type roller bearings. . . McGill bearings are 
used extensively where quality and workman- 
ship are paramount considerations. . . Consult 
witha member of Our Technical Staff. Our expe- 
rience may be valuablein helping you solve your 
bearing problem. Our factoryis ideally equi 

to manufacture any special bearing. Our New 
Catalog No. 12 will be mailed you upon request. 
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The revolving gear in the center lends 

motion to this timely window display fea- 

| tured by the Campbell Hardware Company 
in Seattle. W. Campbell, vice-president 
and sales manager, states that this display 
has brought more favorable comment than 
any featured previously and hastens to 
add these were no slouches, either. 





Alemite Line for 


Appleby Brothers and Whittaker | 


Appleby Brothers and Whittaker 
Company, Harrisburg, Pennsylvania, 
j are distributing the Alemite line, ac- 
cording to information received from 
G. M. Appleby, general manager. 


| . al -_ 





) to mark each bin. 


man, reaches the top shelf. 


Tayler and Spottswood Plan 
Aims at Greater Profits 
j (Continued from page 16) 


| commensurate with the profit to be 


derived from them. 


| The analysis which was responsible | 








Note the large, clear type used by the 

National Supply Company, Toledo, Ohio, 
Also note the ease 
| with which G. K. McKee, city counter | 








MABB’S 


CHICAGO RAWHIDE 
‘HYDRAULIC PACKING 


Will Increase Your 
‘‘Repeat’’ Orders 


When the customer buys Mabb’s Chicago 
Rawhide Hydraulic Packing, he is paying for 
| an all-lubricant material—nothing to be dug 
| out and thrown away. It is tough and durable 
and can be replenished by simply adding a 
fresh layer on top as required. Made of genu- 
ine Mechanical Rawhide leather, retaining the 
natural oil and containing no foreign substance 
to cut rods, cylinders or plungers, Mabb’s 
Packing is the most economical and 
generally satisfactory hydraulic packing. 





Self-Lubricating 
Anti-Frictional 


A Complete Line of 
Mechanical Leather 


Products for Distributors 
Leather Packings and Gaskets, Leather Belt- 
ing, Belt Lacing, Twisted Rawhide Pins, 
Rawhide Mallets, Hammers and Mauls, Raw- 
hide Gears and Pinions, Friction Leathers, 

Leather Cups, Hand Leathers, 
The 


Leather Aprons, etc. 
CHICAGO RAWHIDE 
MANUFACTURING CO. 
1301 ELSTON AVE. CHICAGO, ILL. 














Made of “CHICAGO RAWHIDE” Fulled Leather 











Now Is The Time 
To Sell 


MILWAUKEE INDUSTRIAL 
BRUSHES 


Here is the kind of a line that will get results 
for you. It includes the finest quality indus- 
trial brushes and brooms for all production 
and maintenance requirements—a line that is 
admirably suited to mill supply distribution. 

Write today for Catalog No. 29. Ask us to 

| give you details of our attractive distributor 
| terms. Let us point out your immediate oppor- 
| tunities for profits. 

Now is the time to sell brushes 
and brooms. Investigate our 
distributor proposition. 





“DI-BILT" 
WIRE WHEEL 
BRUSH 











MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 





REMEMBER 
MILK 


MEANS “BRUSH EXCELLENCE” 





GENERAL PURPOSE 
FLOOR SWEEPING BRUSH 


for the above decision quite natur- 


UMI 





ally included the subject of sales- 
mens’ territories and merchandise in- 
ventory. 

“We are convinced,” said Mr. 
Tayler to his salesmen, “that the 
best results can be obtained by con- 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 North 30th Street MILWAUKEE, WIS. 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND 
MAINTENANCE REQUIREMENTS 
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NOW! 
sect BELT SAVINGS 


with 
GENUINE HETTRICK 
Stitched Canvas Belting 


MALABAR 


for conveying and elevating 
and 


HETMACO | 


The New Transmission Belt | 


Your customers are ready to be 
shown how they can save money in | 
belt operation. Genuine Hettrick 

Products provide the means. 


Not only increased sales, but REAL | 
PROFITS are in store for distributors 
who push our lines aggressively. In- | 
vestigate our products and our sales 
plan as soon as you can. 





HETTRICK MFG.CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 














DISTRIBUTORS! 


i you want to make your | 
screw, bolt and nut busi- 
ness pay you dividends 
during these days of in- 
dustrial recovery, join with | 
the other far-seeing dis- 
tributors who have taken 
on the Rockford Line. 


Here is a line that for 
clean, accurate threads | 
and general all-round qual- | 
ity and performance will 
delight your customers. | 
Correspondingly, your 
sales and profits will in | 
crease materially. 





1 


TUTTLE 





Ask for our complete, 
illustrated catalog and 
attractive distributor 
terms at your earliest 
convenience. 








CAP, SET, WOOD AND LAG SCREWS-—BOLTS, | 
NUTS—SPECIAL WORK 





ROCKFORD SCREW PRODUCTS CO. | 
Railroad Ave. at Ninth St. ROCKFORD, ILL. 





| reduced accordingly. 
| will be analyzed with respect to their | 


| eliminate 


fining our sales efforts to those cus- 
tomers located as close to home as 
possible, where competitive condi- 


| tions can be met at least expense. 


Therefore, territories will be so ar- 


| ranged and divided that, under fair, 


normal conditions, at least a reason- 
able quota can be looked for from 
each man’s territory. Quotas will be 


location and certain districts or ter- | 


ritories contiguous to territories 
served by competitors will be elimi- 
nated.” 

“Obviously, capital now tied up in 


| excess inventories of minor lines can 


be liquidated and turned into cash 
reserves and major line stocks. 
Stocks of minor lines will be re- 
duced to a safe minimum.” 

In summing up the new sales pol- 


| icy of the company, Mr. Tayler again 


expressed the determination to re- 
strict operations to a selected group 
of classified customers, to do a vol- 
ume commensurate with the com- 
pany’s ability efficiently to service 
those customers from a sales and 
financial standpoint and to concen- 
trate sales effort on high grade mer- 
chandise in the major lines used by 
the company’s customers. 

Tayler and Spottswood is deter- 
mined to put its business on a paying 
basis if it is humanly possible to do 
so. The careful study made by Mr. 
Tayler and the clear-cut decision to 
from his balance sheet 
those items which are unproductive 
of profit, speaks well for the future 


| success of the company. 


* * * 


How to Sell Users Who Bar 


Salesmen from Their Plants 
(Continued from page 13) 
general that factory men want just 


the complete information concerning | 
a product that cannot ethically or | 


conveniently be given in technical 
literature or catalogs. Because their 


| own work is so closely hedged about 


by cost figures, costs have become 
second nature to them and they know 


that any service must be paid for | 


in the cost of the goods. 

Just one word of caution in con- 
clusion. I have interviewed salesmen 
who were so keen about giving advice 


and suggestions that they forgot they | 


were salesmen and talked too much. 


| Naturally, the knowledge of the use 


and possibilities of his goods cannot 
take the place of sound sales psy- 
chology. 


All accounts | 





"We Are 


. “u 
Doing Our Part 
N SIGNING the President's 


Reemployment Agreement, we 
have assured him of our whole- 
hearted support in carrying out 
the great plan for which he and 


| his associates are most highly 
commended. 






CAPITAL 
“RED CAP” 
Brushes 


and 


Brooms 


INDIANAPOLIS 
‘Brush and Broom Mfg. Co. 


Established 1890 
126 Brush St. Indianapolis, Ind. 





Your Customers Need 


| SIMPLEX 


Vises —with the Steel Slide Feature 





Most vises now in use will not hold 
securely and are not safe for continu- 
ous, heavy work. They should be re- 
placed for economy and safety. Every 
|| plant offers an opportunity to the 
salesman with these better vises. 


Simplex Steel Slide Vises are stronger 
and more serviceable than other vises 
with ordinary cast iron slides. Your 
customers can easily see this advan- 
tage. 


Write for literature and prices on 
Simplex Machinists, Combinati 
Pipe and Utility Vises, also our 
Desmond Grinding Wheel Dressers 
and Cutters. 





| The DESMOND-STEPHAN 
MFG. COMPANY 
URBANA, OHIO 
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IMPERIAL 


COUPLINGS 





designed for 
EXTRA STRENGTH 


will give new force to 
your sales efforts 


Tue outstanding 


quality and serviceability of every | 


item is putting present Imperial 
Distributors on their mettle. And 


the results in sales and profits are | 


very pleasing. 


Each Imperial fitting is care- 
fully machined and finished so 
that no burrs are left to remain 
loose and possibly clog up lines 
or interfere with moving parts. 
This fact and the very evident 
built-in extra strength are making 
a definite and resultful impres- 
sion on today’s buyers. 


The markets for this complete 
brass fitting service for gas, air 
and oil lines are opening so 
rapidly that it will pay you to in- 
vestigate it right away. 

Ask for our catalog and the 
Imperial Fitting Chart— an in- 
valuable aid to the distributor in 
his sales work. 


We also manufacture the 

famous Imperial Welding 

and Cutting Equipment 

and Paint Spray Equip- 
ment. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
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=f Sales Truths 


By | 
TOM ANDERSON | 
Sales Manager, 
Riverside Mills, Augusta, Ga. 
| AIR business weather is here | 
again, so fold up your umbrella | 
and get in the parade because we’re 
taking the band wagon back up the 
| | hill. 


| A pessimist won’t agree and will | 


| find ‘*40-eleven” excuses why the re- | 
| cent advances in commoditie s—rising | 
| stocks—loosening up of credits—flood 
|of helpful loans released by the gov-| 
| ernment agencies to relieve the situa- | 
| tion will not pan out. Likewise, a pes- | 
| simist will find reasons for another | 
| flop in business The very same fellow | 
|—if commodities were 40% lower, | 
land everything down to the cloth, | 
would still be selling America short | 
| with the cry that there exists no bot- | 
tom to anything. 








Tom Anderson | 

Did you ever hear of a pessimist 
| selling anything ? 

A “bear” salesman never amounts 
|to much. It takes a “BULL” to really 
| sell. 

The past three or four years put a 
lot of folks in a rut, crippled enthusi- 
asm and killed the spirit, fire and fight 
in a lot of business men, but the fellow 
| who won’t stay down and gets up with 
|square-jawed determination to win 
| will win. 


Millions of dollars have come to the 
| South through recent advances in cot- | 
‘ton prices alone. Indeed, cotton is| 
|king again. And look at steel, wheat, | 
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QUICKER 
CLEANER 
PIPE 
CUTTING 


ZEN 








HE trick is in the blade. Cut 

from sheets of fine tool steel, 
shaped and heat treated, we are 
able to give it remarkable cut- 
ting and lasting quality. After 
that the solid hub or the assem- 
bled hub are put in—and it's 
ready to give 300%, more quick 
burrless cuts .. . Cutter is typical 
guaranteed RIAD construc- 
tion, with steel reinforced hous- 
ing. It's the most modern, effi- 
cient and economical cutter you 






can sell. Write for full informa- 
tion. 

THE RIDGE —" 
TOOL CO. re 


The Rf (D> 
Pipe Wrench 


A , Labi hb H 





G t and 7 other 
valuable features. yond eg about RIPAID 
Vises and new Die St 


Rikaktib 


PIPE TOOLS 


Side and end 
views of RITaDItD 
thin cutter b.ade, 
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Sell Our 10,000 
Size at $165.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


on a” A ” 6 ” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 








READY FOR 3 















Cometete informa- | 
tion on Atlas Car Movers, Car Wrenches, 
and repair parts is now available to you in | 
handy form on Page 59 of the 1933 edi- | 
tion, Mill Supplies Catalog & Directory, 
which you have recently received. 


This catalog page will be a great con- 
venience to you in placing orders with us. 


If you are not already handling Atlas 

Car Movers and Car Wrenches, we 

would like to tell you about our 

method of distribution. It will inter- 
est you. Write for it. 
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APPLETON | 
CAR MOVER COMPANY | 


Appleton Wisconsin | 
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SLIVER 








| pare now the lists with the lows! Yes, | 


| right for the up and at ’em salesman 





| L. M. Edwards, New York representative, 








up. Take a squint also at stocks. Com- 


LARGE seepeenes USE 


hogs, beef, corn, wool, all are moving | 


there will be reactions, but the major 
trend is upward. Business signs are 





| IT’S PROFITABLE TO SELL 


Rubyfluid, the soldering 
and tinning flux that does 
not “cut” the metal, has « 
been a favorite with met- 
alworkers for 25 years. 
Now we have used Ruby- 
fluid in 


who-has the intestinal fortitude to | 
fight. | 
Stocks in all lines were never lower | 
in history, and undoubtedly, it looks 
like a buyers’ panic in merchandise. | 





Soon the bells of cash registers will Two 
sound like a telephone exchange. | 
Take off your shock absorbers, get | New 
| stripped for action. The time for sell- | 
ing is opportune. Products 


A prophet is not without honor save 
in his own country. Nevertheless, the 
doctrine herein preached will get more | 
orders than the sour pessimistic feel- | 
ing that the clouds of depression will | 
continue to hang over all of us. 

Don’t wait for the “profits to come 
out of the East.” Dig ’em out of your | 
own field. The East needs ’em any- | 


Rubyfluid Acid Core 
Solder contains genu- 
ine Rubyfluid flux— 
smooth flowing, non- 
sputtering—easy and 
safe to use. 








Rubyfluid Sol- 
dering Paste 
makes tight, 
clean and last- 
ing joints. No 
fumes—no 
corrosien. It’s 
red like Ruby- 
fluid. 


| DISTRIBUTORS—We have a “proof 


kit” ready to send you. Tell us that 
you are interested. 


THE RUBY CHEMICAL CO. 
70-76 McDowell St. Columbus, Ohio 


way. 




















| 




















|| ARE YOU GOING 
TO WASHINGTON 
to Start the Wheels 
of Your Industry ? 
HETHER it be in con- 
nection with the Confer- 
ences on Industrial Codes or 


the administration of the 
$3,300,000,000 Public Works 








the American Saw and Manufacturing | 

Company, left, discusses hack saws with | Program, The Willard is your 

< Waldie of Manning, Maxwell and logical headquarters—adjacent 
Moore, Jersey City. to 


‘Sete Manager 
Outlines His Policy 
By L. E. BERGHAUSER 


General Johnson’s Office 

Office of Secretary of In- 
terior Ickes 

Home Loan Bank Hdatrs. 

Farm Loan Board 

Public Works Budget Head- 
quarters 

New Commerce Building 

Office of Postmaster General 
Farley 

White House Offices 








Railroad Administration 


_WILLARD HOTE 


“The Residence of Presidents” 
14th and Pennsylvania Ave. 
Washington, D. C. 

H. P. Somerville, Managing Director 


Credit Manager | 
Machinists Tool and Supply Company | 
Los Angeles 


HE large manufacturers who are 
still in business, it can safely be 
assumed, have sufficient reserve to 
carry on, and by this time are con- | 








servative enough to be a safe credit | 
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risk. The very fact that they are in 
business means that expenses have 
been boiled down and all extrava- 
gances are boiled out. | 

To a certain extent, the same holds | 
true of the small manufacturers. 
They are fewer in number than they | 
were a year ago, but those that do/| 
remain are of a better quality from | 
a credit standpoint than the general 
run of them were before. But they 
bear watching more closely due to 
the fact that they are handicapped | 
by smaller capital and find it harder 
to raise money in proportion to their | 
needs than do the very large con- | 
cerns. We extend credit to the small | 
manufacturer more on the basis of | 
his outlook for the future than any | 
other consideration. 

This company sells merchandise 
on a 30 day basis. That does not | 
mean that a customer who has not | 
paid in 30 days from date of invoice | 
is necessarily put at once on a cash| 
basis. But we do begin to watch | 
them mighty closely as soon as the| 
30 days is past, and steps are taken | 
toward collection very soon after | 
that. | 

In making collections, we send out | 
no letters. After the 30 day period, 
we begin at once to telephone the 
customer. If that brings only a 
promise, and that promise is not kept 
to the minute, then I go out person- | 
ally, unless for some reason it seems | 
preferable to have the salesman make | 
the collection, or he desires to handle 
it himself. But in either case we 
keep right after it, and call follows 
call, 


Having done everything in our | 
power to make the collection, and it | 
is yet due after 90 days, then the 
customer is put on a C, O. D. basis 
and must stay there until his account | 
is cleared up. 

Our experience during the last six 
months of 1932 was that within 60 
days, 8714% of our accounts had 
been paid. Of the other 12%4%,| 
about half had been cleaned up by 
the end of 90 days. 

The remainder, about six or seven 
per cent, 90 days old, could pretty 
safely be assumed to be in financial 
difficulties of some kind. Some could 
be finally collected if these difficulties 
could be ironed out, so that after all, 
considering the conditions that have 
prevailed, the amount lost on poor | 
accounts has not been unreasonably 
high. 








STEEL 


ee 


rocking joint, 


Distinctive 
Among 
Belt Lacings 


Alligator Steel Belt Lacing combines 
the features of (1) a smooth, flexible, 
(2) great surplus 


strength, (3) preservation of the belt ends and (4) easy, rapid 
application with a hammer as the only tool. It compresses the 
belt end in a powerful vise-like grip. No holes to punch. Often 
lasts the full life of the belt. Suitable for all types of belting. 


Eleven sizes. 


it “blind”. 


Made also in Monel Metal. You can recommend 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street 


CHICAGO, ILLINOIS 


In England at 135 Finsbury Pavement, London, E. C. 2 
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_ depends on your choice of a hoist. The inspection 
plate on your Wright Hoist means it is thoroughly 
tested under 50% over-load, on a long ton basis. 

The name’ Wright” onyour hoist signifies utmost qual- 
ity of material and workmanship. Speed and ease of 
operation...and, above all, assurance against failure. 

Distributors Serve Industry Economically. There is a 
Wright Distributor nearby. 


WRIGHT MANUFACTURING DIVISION 
of the American Chain Company, Inc 


YORK e PENNSYLVANIA 
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THE THOROUGHBRED OF HOISTS 
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No. 17 Beaver Ratchet 


ADVANTAGES:—A rugged fool-proof tool. 
Four large oil holes (Bridged Across the 
Top to Prevent Spreading of Die Slots) 
facilitate oiling, provide ample chip clear- 
ance, and insure good threads. Die seg- 
ments are square in shape—no weak sections 
to break off. Removable for regrinding over 
and over again. Extra long handle and 
special die grinding assists easy operation. 


Buy any 
east iron, 
left. 
NET PRICES: No. 17— 
$13.20; % to 2”—$22.% 
UNITS:—One handle Ratchet, 
IEADS WITH DIES—\, *% or %”"— 
W: %”"—$3.00; 1”—$3.20; 114”—$3.40; 114” 
w: 2°—$3.80. EXTRA DIES, any size, 
per set, $2.25. 


range of sizes. For steel, iron, 
brass or copper pipe. Right or 


complete, 14% to 2”— 
>; %& to 2”—$27.80. 


$2.40. 


The Borden Company 
201 Dana St. 
Warren, Ohio 














DISTRIBUTORS —| 


Here’s a Line 


That Will Never 
“Let You Down” 


BARNES 


ie 


RED ARROW 
Hack Saw Blades 


Repeat orders are what build your 
volume and your profits on Hack Saw 
Blades. Once you get a customer to 
try Barnes Red Arrow Blades, their 
brilliant performance will bring him 
back for more. Any Barnes distribu- 
tor will tell you that. 

Investigate the Red Arrow line and 
our attractive distributor proposition. 
You will be interested. 


W. O. BARNES CO., INC. 
1297-1309 Terminal Ave. 
DETROIT, MICHIGAN 
And Leading Jobbers Everywhere 
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